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J. SCOFIELD ROWE T0 
GO WITH U.S. F. & 6. 


Will Have Charge of General Casualty 
Business, Which Will Be Developed 
By Company 








NOW ON WAY TO COAST 





Former Officer of Aetna Life Affilia- 
ated Companies and Bankers & 
Shippers Insurance Co. 





J. Scofield Rowe, for years one of the 
most influential and able men in the 
insurance world, for a iong time vice- 
president of the Aetna Life Affiliated 
Companies, and who recently resigned 
as vice-president of the Bankers & 
Shippers Insurance Company and as 
president of the Maritime Underwriting 
Agency, Inc., New York, is soon to re- 
turn to the casualty field. 

An announcement is made this week 
that his new affiliation will be with the 
United States Fidelity & Guaranty 
Company of Baltimore. This Company, 
one of the most successful in America, 
and having an agency force strong, rep- 
resentative and powerful, has been 
planning for sometime to develop a gen- 
eral casualty business to be run in con- 
nection with its surety and fidelity 
business. 


To Have Charge of Casualty Business 


According to information received by 
The Eastern Underwriter, Mr. Rowe 
will have direct and complete super- 
vision over the casualty business of the 
Company, of which he will be a vice- 
president. While his headquarters will 


be in Baltimore it is expected that he 
will spend considerable time in New 
York. The United States F. & G. had 
an income last year of $20,000,000. Its 
assets are $26,000,000. 

Ever since the resignation of Mr. 
Rowe from the Bankers & Shippers 
there has been wide speculation as to 
where he would go. His wide experience 
as an underwriter, his knowledge of 
men, his abilities as an organizer, made 
it certain that a number of companies 
would try to get his services; and that 
he is to return to his first love, casualty 
insurance, was not unexpected. 

Working with the United States F. 
& G., with its large resources, prestige 
and large agency force, Mr. Rowe 
should be able to accomplish great 
things. A few days ago Mr. Rowe left 


(Continued on page 20) 
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CONNECTICUT GENERAL 
AGENTS IN MEETING 


Three Hundred Representatives of 
Company Have Business Sessions 
at Bretton Woods 





LARGE NEW YORK DELEGATION 





Publicity and Advertising Subject of 
Several Addresses; One Day 
Devoted to Casualty 





Bretton Woods, N. H., Sept. 14.—-The 
convention of the Connecticut General 
Life Insurance Company is in session 
here this week. About three hundred 
are in attendance. An extremely in- 
teresting program is being followed, the 
session this morning being devoted to 
life insurance. This evening there is a 
discussion of the opportunities of group 
insurance. Tomorrow morning public- 
ity and a number of other matters are 
handled. Friday morning is devoted to 
casualty insurance and Friday night to 
question box answers. The following 
agents qualified for New York State: 

Douglas G. Arcularius, New York; 
Frank C. Bellinger, Tonawanda; Roy N. 
Castle, Ogdensburg; Albert D. Coe, New 
York; William M. Coe, New York; 
Frank P. Conlin, Barker; P. Walter 
Cook, New York; Karl B. Cotrael, 
Rochester; Samuel L. Crabbe, Roches- 
ter; William R. Cullinan, Oswego; Wil- 
liam S. Dandy, Ogdensburg; Thomas H. 
Dean, Elmira; Charick P. DeWitt, 
Binghamton; Martin A. DeWitt, Bing- 
hamton; Henry B. Fairbanks, New York; 
Lynn M. Ferris, Ilion; Edward 8. Ferry, 
New York; George W. Fretts, Utica; 
Edwin N. Fribourg, New York; Charles 
J. Goulden, New York; Fred A. Gras- 
muck, New York; Samuel B. Lindsay, 
Buffalo; Donald McPherson, Rochester; 
George W. Markham, Olean; Mark B. 
Mingay, Brooklyn; Albeft F. Peterson, 
Lockport; Robert S. Powell, Jr.. New 
York; John G. Pringle, Norwood; Hi- 
ram R. Reynolds, New York; Lemuel 
M. Rockwell, Elmira; Alva E. Stern, 
New York; I. Reed Thomson, Utica; 
Frank H. Wells, New York; Henry C. 
White, Homer; Luther Zelie, Oneonta. 

Principal Papers On Program 


This morning the session opened with 
an address by President Huntington. 
J. C. Gorton responded for the agents. 
Among the papers then read were these: 
“Disability Protection with Life Insur- 
ance Contracts and Plan 1 as a Selling 
Point,” by J. M. Laird. » Discussion, 
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“Income at Age 65,” by S. B. Lindsay. 
Discussion. “Thrift Policy,” by D. T. 
Smith. Discussion. 

The balance of the program follows in 
part: Wednesday Evening: “The Gen- 
eral Agent’s Opportunity in Group In- 
surance,” by F. G. Pierce and H. D. 
Comey. “Selling Group Insurance,” by 
R. A. Meyers, S. K. Mitchell and H. R. 
Hill. “Placing of the Contract and 
Service to Policyholders,’” by W. H. 
Doner and K. C. Brown. “Home Office 
Service to Agents,” by W. I. King. 

Thursday morning: “Service to Con- 

necticut General Men,” by G. E. Bulkley. 
“What Should We Expect from News- 
paper Advertising? Purposes for Which 
Our Printed Matter Is Intended.” “The 
Company's Circularizing Service,” by F. 
E. Barrett. “Two Years and a Half of 
Newspaper Advertising,” by J. L. Hall. 
Discussion. “The Use of Printed Mat- 
ter in the Field,” by F. W. Sawyer. 
Discussion. “Circularizing from the 
Agent’s Point of View,” by J. T. Shirley. 
Discussion. “Insurance Lessons for 
Connecticut General Men,” by G. EK. 
Bulkley and F. G. Pierce. Discussion. 
Awarding Prizes for Contests 3 and 4, 
and for Policyholders’ Circularizing 
Campaign. The President. 
“Friday morning: “The Accident De- 
partment,” by A. P. Woodward. “Dis- 
ability Policy FH,” by A. C. Shaw, Dis- 
cussion. “How I Produce My Casualty 
Business,” by Paul Everingham. Dis- 
cussion. “Some Connecticut General 
Arguments,” by A. P. Woodwaml. 
“Claim Settlements,” by F. B. Wilde. 
“How to Use Them,” by Joel Korn. 
Awarding Prizes for Contest 2. The 
President. 





Writes Large Group Business 

One of the largest group insurance 
policies yet written by any company 
has gone into effect, the Connecticut 
General Life Insurance Company of 
Hartford having written policies aggre- 
gating more than $10,000,000 on mill 
workers in the Lawrence, Mass., dis- 
trict. The Connecticut General hag in- 
sured 8,000 employes of the Arlington 
Mills for a total of $8,000,000; 1,000 
workers in the Acadia Mills for over 
$1,000,000 and 1,000 employes of the 
Monomac Spinning Company for an 
additional $1,000,000. The mills named 
are leading units in the so-called Whit- 
man group of cloth producing com- 
panies. With two possible exceptions, 
the policies which became effective are 
the largest written during the present 
year in this country. 

Xmployes of the Arlington and two 
other mills will receive a minimum of 
$750 insurance, increasing $100 each six 
months until a maximum of $1,500 is 
reached. The policies carry the total 
disability provision up to age 60. The 
amount of insurance given is especially 
large. Paul Everingham, attached to 
the H. D. Comey Agency of Boston, gen- 
eral agents of the Connecticut General, 
handled the transaction. Mr. Evering- 
ham was an agent in Chicago for sev- 
eral years. 

Walter I. King, in charge of the Con- 
necticut General’s group department, 
recently said that the summer business 
has been exceptionally large. The Corn 
Exchange Bank of Philadelphia has 
taken more than $250,000 of insurance, 
based on one year’s salary, with a $5,000 
maximum. The Case Manufacturing 
Company and the National Patent Reed 
Company of Unionville, Conn., have also 
taken group policies, 


The Norwich Belting Company, the 
Standard Plate Glass Company of 
Pittsburgh, the Liberty Bank of Buffalo, 
the Bay State Storage and Warehouse 
Company of Springfield, George W. 
Kugher & Sons of Philadelphia, De- 
velle Kaiser Company of Buffalo and 
the Eastern Grain & Elevator Co., of 
that city are the other large concerns 
insured. 

The Connecticut General has also 
closed a policy for a total of more than 
$1,000,000 insuring employes of the 
Trans-Continental Oil Company of Pitts- 
burgh, one of the workers with the Arm- 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no p.obationary 
Payments begin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














strong Manufacturing Company of 
Bridgeport, another insuring the Blue 
Ribbon Body Company of Bridgeport 
and a policy covering workers with the 
Vesta Battery Company of Chicago, 


Robert M. Janney, a director of the 
Provident Life & Trust, died on March 


23. 


MILLER BROTHERS’ CHALLENGE 

Jack P. and Douglass Miller, of the 
Kansas City agency of the Royal Union, 
have challenged any three agents in 
any one agency of the Company on paid 
business from September 5 to December 
31. 
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The Guardian Life Insurance Company 
of America 


60th Anniversary 


The following figures show the growth of this Company 
since the first policy was issued on July 16th, 1860: 


Surplus & Insurance 
Jan. 1st Assets Liabilities Div. Funds in force 
ee $ 194,545 $ 10,000 $ 184,545 $ 499,979 
BOO Sasce 6,640,004 5,866,390 773,614 34,090,100 
oo ee 14,825,966 13,701,958 1,124,008 64,199,371 
eee 34,104,782 29,360,065 4,744,717 104,327,267 
1920 ..58,215,528 53,133,246 5,082,283 200,179,021 


Received from Policyholders..................$172,071,765 


Paid to Policyholders since organi- 
... -$130,142,891 


Assets held as security for policy- 
RD he aedkaes Ore rrr 


Net Gain to Policyholders after 
payment of all expenses and 


ee  Y 


NEW BUSINESS PAID FOR 1919... ...$37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
lI 50 Union Square, New York City 


1920 


58,215,528 188,358,419 


$16,286,654 
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Protecting Interest 
of Insured’s Creditor 


WHO SHOULD BE BENEFICIARY? 








Bank, Trust Company, Individual or 
Creditor; Question Discussed By 
Connecticut General 





The question frequently arises when 
a life insurance policy is issued to 
protect the interests of a creditor of 
the insured, either a bank or trust 
company or an individual, whether it 
is better to name the creditor directly 
as beneficiary or to secure the protec- 
tion by means of assignment, the policy 
being written for the benefit of estate, 
says the Connecticut General. 

“Although we are often asked to 
issue a policy for the benefit of ‘The 
blank bank, creditor, its successors or 
assigns, subject to the right of the in- 
sured to change the beneficiary upon 
request,’ in our opinion it is better for 
all concerned to write the policy for 
the benefit of the insured’s estate or his 
wife, if desired, and then have the in- 
sured or, if the wife is the beneficiary, 
the insured and beneficiary jointly, as- 
sign the policy to the creditor whom it 
is desired to protect, inserting in the 
assignment after the name of the as- 
signee the words ‘as interest may ap- 
pear,’” the Company says. 

“If this method is followed, when the 
indebtedness to secure which the policy 
has been assigned is liquidated, it is 
simply necessary to obtain a release of 
the assignment from the assignee and 
file it with the Company. It is un- 
necessary to send the policy to the 
Company for change of benefit and ac- 
tual endorsement thereof on the policy, 
as is the case if the policy is originally 
written for the benefit of the creditor. 
Furthermore, the interest of the cred- 
itor is not so amply safeguarded, when 
named as beneficiary, the insured re- 
serving the right to change such bene- 
ficiary upon request, as it is when cov- 
ered by an assignment which cannot be 
released or discharged without the sig- 
nature of the assignee. 

“For this reason, therefore, both the 
creditor of the insured and this Com- 
pany are in a better position when as- 
signment is executed and duly record- 
ed in accordance with the clause in the 
policy entitled ‘Assignments,’ as there 
is no possibility of the insured’s obtain- 
ing possession of the policy and chang- 
ing the benefit before his indebtedness 
has been wholly satisfied. 

“In event of the death of the insured 
while the policy is in effect, in either 
case the Company requires documen- 
tary proof in the form of an affidavit 
duly sworn to as the exact interest of 
the creditor in the life of the deceased, 
whether the creditor be nominated in 
the policy as beneficiary or be the as- 
signee, such statement of interest being 
assented and subscribed to by the ex- 
ecutor or administrator of the insured’s 
estate or other beneficiary, if any, even 
though the claims of the creditor are 
equal to or exceed the full face of the 
policy.” 





GOES WITH MARYLAND ASSUR- 
ANCE 

Roy Garman has been appointed a 
traveling supervisor by the Maryland 
Assurance in the South Central district, 
covering the states of Tennessee, 
Louisiana and Texas. 

Mr. Garman, although he has been in 
the insurance game for about ten years, 
has never before represented a legal re- 
serve company. This is also his first 
venture in life insurance. Prior to 
coming with the Maryland Assurance, 
he was connected with Sherman & Ellis 
and before that was Maryland manager 
of the Belt Automobile Indemnity. 
During the late war, he was a lieutenant 
in the Aviation Corps. 





P. L. & T. PRODUCTION 
Between September 1, 1919, and Sep- 
tember 1, 1920, the Provident Life & 

Trust agents paid for $108,000,000. 
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Old Policyholders 
Month of P. L. & T. 


AGENTS’ ANNUAL CAMPAIGN 





Work to Be Systematized; Company’s 
Advice to Its Producers On 
This Subject 

October will be Old Policyholders’ 
Month with the Provident Life & Trust. 
The Company first set apart that month 
in 1918, and it has been a successful 
annual systematic campaign. In discus- 
sing the coming October campaign the 
Company says: 

“We were talking upon the subject 
to James W. Edgerton, Mr. Paret’s able 
associate in charge of the Trenton, N. 
J., office. Mr. Edgerton made a point 
which cannot be too greatly emphasized. 
‘| esteem it most important that our 
calls upon old policyholders should not 
be made in a perfunctory manner, but 
should be charged with a real live in- 
terest, so that our old clients may ap- 
preciate the value of our coming, and 
our desire for service in connection 
therewith,’ he said. 

“For the sake of agents who have not 
as yet taken part in such a campaign 
we wish to say that Mr. Edgerton gets 
down to the very core of the whole 
matter. The agent who makes a routine 
call upon an old policyholder wastes his 
own and the policyholder’s time. He 
must bring something of value with him 
in the way of suggestion, if he hopes 
to take away something in the shape of 
a new application or a list of good leads. 
The primary object of the visit is to 
get the old policyholder interested. He 
may be too old for insurance, and yet be 
interested so greatly in modern adapta- 
tions of the insurance principle, such 
as business insurance, monthly income, 
insurance for inheritance taxes, insur- 
ance for the education of children, ad4i- 
tional insurance 1o equalize the purchas- 
ing power of an old policy, that he will 
tell you of men who ought to be carry- 
ing some of these forms. Such a visit 
as this is the antithesis of a routine 
visit, and unless it is the antithesis of 
a routine visit it will not bring results. 
To repeat, the agent who calls upon an 
old policyholder has got to take some- 
thing with him, something of freshness 
and of enthusiasm or.he won’t take 
anything away. We had a good deal to 
say earlier in the year about the la- 
mented James J. Phillis, of Pittsburgh. 
Read about him and then think of how 
he would have conducted himself when 
he visited an old policyholder. One 
other point of equal importance. The 
work of Old Policyholders’ Month must 
be systematized. Have a complete list 
of the old policyholders whom you want 
to call upon. Have it in readiness be- 
fore October opens. Arrange your calls 
geographically so that you will lose the 
minimum of time going from one visit 
to another. Each evening during the 
month consult the list of people you are 
going to see the next day. Think about 
each individual case. Have something 
worth while to say when you go in. It 
is true that what you had thought of in 
advance may not be the thing which 
will finally move your hearer to action, 
but if you have had something worth 
while to say, you will get a worth while 
answer which will give you the oppor- 
tunity to keep up the conversation until 
you find just what your client is most 
interested in. Make it worth while to 
him to talk to you, because he feels 
interested in what you are saying, and 
in the end he will make it worth while 
to you.” 


L. A. CERF’S CONDITION 

While the condition of L. A. C erf, the 
Mutual Benefit’s New York general ag- 
ent, in the Broad Street Hospital suffer- 
ing from a fractured skull, has not 
changed materially in the past two 
weeks, the physicians say that he will 
recover, 
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Carnegie Institute 
Appointments Made 


LOVELACE 





SCHOOL DIRECTOR 





C. J. Rockwell in Charge of Practical 
Salesmanship; Dr. E. K. Strong, 
Jr. of Selling Psychology 


The chairmen of the Educational 
Committees of the Life Agency Officers’ 
Association and the National Associa- 
tion of Life Underwriters are pleased to 
announce the appointment of Griffin M. 
Lovelace as Director of the School of 
Life Insurance Salesmanship at Carne- 
gie Institute of Technology. Mr. Steven- 
son, who formerly occupied this posi- 
tion, has resigned to accept a vice- 
presidency of the Equitable Life Assur- 











G. M. LOVELACE 


ance Society of New York and he leaves 
the school with heartiest wishes for his 
success, 
The New Director 

Mr. Lovelace’s well merited promo- 
tion will come as good news to the life 
insurance world because of the splen- 
did qualifications of the new Director 
for his position, and because of the 
character of his work since he became 
associated with Carnegie Institute, Ed- 
ucated at Vanderbilt University and the 
University of Berlin, trained in the 
most thorough school of all, that of ex- 
perience, Mr. Lovelace rose from the 
rank of agent for the New York Life 
Insurance Company to that of an Ag- 
ency Director, and later was called to 
the position of Assistant Superintend- 
ent of Agencies for the Connecticut Mu- 
tual in 1907. After acting in this ca- 
pacity for two years, he was made Su- 
perintendent of Agencies and it was 
principally by serving in this position 
for ten years that he gained the requi- 
sites for his later work. In 1919, when 
the School of Life Insurance Salesman- 
ship was in its embryo, his name was 
immediately suggested as the man pre- 
eminently fitted to take charge of or- 
ganizing the course of study. He was 
induced to accept this offer and by thus 
interesting himself in the educational 
work at Carnegie he became a pioneer 
in the training of life insurance field 
men. In addition to his organization 
work, he personally prepared the curri- 
culum for the three subjects—Principles 
of Life Insurance, Functions of Life In- 
surance, and Life Insurance Practice. 
The best endorsement of his success in 
this capacity of an organizer and teach- 
er is given by the students themselves 
who have had the good fortune to re 
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ceive Mr. Lovelace’s instruction during 
the past year. 
Instruction in Salesmanship 

To take over the educational work in 
practical salesmanship which Dr. Stev- 
enson conducted last year, the School 
has been most fortunate in securing 
the services of Mr. Charles J. Rockwell 
of the Edward A. Woods agency in 
Pittsburgh. Mr. Rockwell comes to it 
in the prime of life with a youthful 
enthusiasm which spells success for 
him in his new endeavor. His academic 
education fitted him for the career of 
law, but he became interested in life 
insurance and after a successfu! sales 
experience, the year 1912 found him a 
Supervisor of the agency which he now 
represents. Three years later he was 
made instructor of agents and in 1919 
was elected Secretary of the agency and 
Director of Education. In addition to 
these activities, he has been a lecturer 
on life insurance at Pennsylvania State 
College and is a joint author of the 
Woods Company’s correspondence 
course in Salesmanship. Because of 
many years of successful experience as 
a salesman and because of his practical 
educational work in the largest life 
insurance agency in the world, he will 
bring to the school an ideal combina- 
tion-of the qualities essential to the 
success of a man in this important 
work. 


The Psychology of Selling 

The name of Dr. Edward K. Strong, 
Jr. is a familiar one, both inside and 
outside of life insurance circles, because 
of the character of his work in the 
past. Graduated from the University 
of California in 1906 with the degree of 
B. 8., he continued his post-graduate 
work until he had earned his M. 8. in 
1909. Columbia honored him with a 
Ph.D. in 1911 and from that year until 
1914 he was a lecturer in applied psy- 
chology at the same institution. After 
a wealth of experience in the army and 
at various educational institutions in 
the country, including the Professorship 
of Psychology at the George Peabody 
College for Teachers, he came to Car- 
negie as Professor of Vocational Edu- 
cation and Psychology. Dr. Strong, 
who is also the author of several pub- 
lications on applied psychology, was 
here assigned the task of organizing a 
course in the Psychology of Selling 
which is now in use in the School of 
Life Insurance Salesmanship and which 
is generally considered the most scien- 
tific presentation of the principles of 





salesmanship which has ever been 
made. 
NASHVILLE POLICE INSURED 





Aetna Writes $350,000 Group Policy 
On Police and Firemen; Other 
Big Contracts 





The Aetna Life has insured the en- 
tire municipal police force and fire de- 
partment of Nashville, Tenn., under a 
group policy. Three hundred and fifty 
men are covered for a total of $350,000. 
This is only one of a large number of 
group contracts which the group de- 
partment of the Aetna has succeeded 
in placing recently. The Bank of Man- 
hattan, New York, has insured 400 em- 
ployes for $800,000,-and the Pittsburgh 
High Voltage Insulator Company, of 


Derry, Pa., has covered 350 employes 
for $200,000. 

Lumber companies, especialy, have 
been lucrative prospects for group in- 
surance agents of the Aetna, and many 
of them in the far West and in the 
South are covered by the company. 
That the Aetna still believes in variety 
and a wide spread of group risks, how- 
ever, may be attested for by the fact 
that the Lydia E. Pinkham Medicine 
Company, Lynn, Mass., the Daniels Mo- 
tor Company, Reading, Pa., and the Au- 
tomatic Button Company, Muscatine, 
lowa, have all secured policies on their 


employes. 





IN GENERAL INSURANCE 





Richard H. Pickering Leaves Equitable 
of lowa to Go With Chicago 
Agency 





Richard H. Pickering, former superin- 
tendent of agents of the Girard Life of 
Philadelphia and for the past three 
years Chicago general agent of the 
Equitable Life of Iowa, has resigned as 
of October 1 to become a partner in the 
general insurance agency of Bowes Mer- 
rick & Co. of Chicago, which will be 
known hereafter as the Bowes-Merrick- 
Pickering Company. Mr. Pickering will 
act as manager of the life insurance 
department of the agency. He is a good 
personal producer, an able organizer 
and has excellent life insurance equip- 
ment. 

He began his insurance work as gen- 
eral agent for the Mutual Benefit Life 
at Portland, Ore., later going to San 
Francisco,, and was with the Mutual 
Benefit on the Pacific Coast for 17 
years. He then came to Chicago and 
was general agent for the Provident 
Life & Trust for five and a half years 
before going to the Girard. 

B. F. Hadley, secretary of the Equit- 
able of Iowa, has been in Chicago dur- 
ing the past week to make arrange- 
ments for Mr. Pickering’s successor and 
is expected to make an announcement 
in the near future. 





ENDOWMENT AS INCOME 

An especially interesting ruling has 
recently been made by the commission- 
er of internal revenue with respect to 
an endowment policy. In this particular 
case a father took out an endowment 
policy payable to his son and daughter 
equally in 240 monthly instalments. The 
commissioner ruled that “the amount 
paid by a person as the purchase price 
of an endowment policy in favor of an- 
other is in the nature of a gift. Sec- 
tion 213 (b) of the revenue act of 1918 
provides that the value of property re- 
ceived as a gift is not to be included 
in gross income and is exempt from in- 
come tax. 

“It is evident, therefore, that Mr. A 
will not be required to include in his 
returns of income any amount or 
amounts received upon the endowment 
pelicy purchased by his father until the 
total amount of the payments made 
upon such policy is in excess of the 
cost of the policy. Any amount received 
in excess of such cost will be subject 
to both normal and additional tax in 
the hands of the recipient.” 





The Missouri State Life paid for 
$50,579 308 for first half of 1920. 





37,005 


sis. 
surers since 1878. 





PEOPLE 


+ Wrote to us last year and asked for an illustration of our “ Income for 
Life” at their age. This valuable !ead service explains why our 1919 
business showed a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net premium reserves 
Insurance_in force over $173,000,000. Faithfully serving in- 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 











NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


For Seventy Years 
This 
Strong Mutual Company 
Has Protected The 
Home And Family 





Edward D. Field, Superintendent of Agencies 








The Columbian National Life Insurance Company 
Boston, Massachusetts 


ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 








THE UNITED STATES LIFE INSURANCE COMPANY 


ORGANIZED 1850 


Address Home Office, 277 Broadway, New York City. 


IN THE CITY OF NEW YORK 
NON-PARTICIPATING POLICIES ONLY 
Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M. D., President 
Good territory open for high class, personal producers, under direct contracts with the Company 























SECURITY MUTUAL LIFE INSURANCE COMPANY 


Binghamton, N. Y. 
David S. Dickenson, President 


Offers good territory and a liberal 
contract to reliable men of ability. 


For Particulars address 


C. H. JACKSON, Superintendent of Agencies 























HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 


PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 
next birthday to © years. 


INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
anteed by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 


Executive offices No. S506 Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President 


JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 
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$100,000,000 - INTERNATIONAL LIFE 
Smashed world records three ways in 1919. Come 
on in boys while the going is good. Great policies 
and jam up service. - - - Write for contract. 


INTERNATIONAL LIFE OF ST. LOUIS 
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PENNSYLVANIA OPPORTUNITY 


If vou are interested in making a permanent connection with an old well estabd- 
lished company with a progressive management and an unequalled dividend record, 
it will be te your interest to investigate our proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City | 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 





satisfaction. 


PROVIDENT agents are selling not only protection but 


The policy-holder who matures a Provident Long Endow- 
ment is a center of Provident influence in his community. 


PROTECTION+ THRIFT = SATISFACTION 


THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


INSURANCE com 





WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 

















A Modern Policy 





The Long Term Endowment 











By George L. Buck, Provident Life & Trust, Seattle, Wash. 














While it is commonly agreed there is 
no one “best” policy; yet, the most gen- 
erally popular form has been the ordi- 
nary life. This is due to the sound wish 
to secure the most protection for the 
least money. In the natural develop- 
ment of more complete coverage, how- 
ever, it seems likely a larger place will 
be accorded the long endowment, be- 
cause of its greater service in meeting 
a dual need of the insured. 

Sometimes you can best describe a 
thing by telling what it isn’t; for the 
common notion of endowment is not at 
all the same thing as this long endow- 
ment. The word usually connotes the 
short twenty-year plan, with its high 
premium and low protective value,— 
generally a pretty poor prescription 
especially for the young man. A writer 
of long endowments insists that his plan 
of insurance is certainly not this, but 
its very antithesis—an endowment 
with a maturity-date set for the very 
limit of the usual business or profes- 
sional career. 


And advisedly; for in the natural 
course of events those who have borne 
the heat and burden of the day must 
eventually yield their place in the sun 
to younger men. With the lessening of 
physical powers comes also a lowering 
of earning capacity, or its entire loss. 
To confront the man of 65 the uncom- 
fortable question arises, of a living in- 
come. 

Reason for Long Endowment 

The American Bankers’ Association 
has done us a favor by revealing the 
financial life experience of average men, 
by figures familiar to us all,—showing 
that 5 per cent of American men are 
well-to-do at 65, and 60 per cent are 
dependent, 35 per cent having died 
earlier. 


This is the reason for the long en- 
dowment, timed to mature at this per- 
iod of life. If life insurance, as it has 
been well defined, is intended to re- 
place a terminated earning power, why 
should it not replace an income ended 
by the infirmities of age as well as one 
ended by death? For ended by one or 
the other, all earned incomes must be 
(unless by disability which can be sep- 
arately hedged against). The common 
life policy covers the contingency of 
death alone, and fails to go the one 
little step ahead to furnish also per- 
sonal protection against want. 

A Little Foresight Needed 

It requires only a little more foresight 
on the part of the agent, just a little 
stronger imagination to appreciate this 
two-sided need of his client, and then 
this ordinary life policy will be super- 
ceded by a contract certain to mature, 
very conveniently to the insured, as a 
sight draft when he needs it most. At 
the younger ages an increase of only 
two or three dollars over the ordinary 
life deposit makes the contract a sight 
draft at 70, and the same amount more 
brings the maturity down to 65. It has 
been well said that the long endowment 
is the golden mean betwven a short en- 
dowment, which gives too little family 
protection, and a life policy which pro- 
tects against old age not enough. This 
is the policy of greatest attractiveness 
to the insured once it is explained to 
him, because it so conveniently meets 
his dual need: life-protection while he 
is earning an income, and spot cash 
for his dependent years. 

Often it is urged that an old ordi- 
nary life policy has considerable equity 
in it for the insured. However, this does 
him no present good at all, for it is held 
by the company until death. A cash 
value only goes partway, beside losing 
the exposure on a man along in years. 
Nor do the growing dividends, if cashed, 


avail him greatly; there is always a pay- 
ment of some size due the company and 
the insured himself never sees the prin- 
cipal sum. 

Very true it is that dividends accum- 
ulating with the company on a life con- 
tract may eventually mature it as an 
endowment. But there is always the 
danger that the insured may cash in 
these accumulations at odd times for 
other purposes, and the almost certain 
fluctuation of future dividends may 
easily be enough to substantially defeat 
this plan. Memories of war and epi- 
demic are still fresh in our minds, with 
the resultant disturbance of surplus and 
dividend-scales. Wise insurers. will 
favor a policy that, entirely regardless 
of refunds, is certain to mature at the 
right time. Concerning the life policy, 
the very best argument for it is this 
accelerative argument, that some day it 
may “suffer a sea-change” into a long 
endowment. If this be desirable, why 
depend upon an estimate of future re- 
funds to effect it, when for the very 
same price an absolute guarantee of a 
sight-draft at 65 can be secured? For 
the net cost of such a contract will 
actually be no more than the flat de- 
posit upon the life plan. 

In theory it might be suggested that 
the insured would do better to invest 
the slight increase of the long endow- 
ment deposit over the ordinary life pre- 
mium, or use it to purchase a little more 
protection. But in actual experience 
this small sum over would amount to 
so little that few would ever consider 
separately investing it, or buying a frac- 
tion more insurance. It is almost al- 
ways a round sum that is taken,—ten 
thousand, fifty thousand,—and the only 
question is, which kind best suits the 
insured. 

Aids the Thrift Idea 

One great point in the long endow- 
ment’s favor is that it adds to the ordi- 
nary reasons for insurance, the thrift 
idea. Men are reached to a large ex- 
tent by a mere sense of duty in pro- 
tecting loved ones. The long endow- 
ment suggests in addition a proper ap- 
peal to intelligent self-interest. (It 
nakes a fine attack upon the man who 
says there is no one dependent upon 
him; there will be, some day,—an old 
man of the same name.) In the family 
budget the long endowment appropria- 
tions are always put in the column head- 
ed savings, not expenses. And it is al- 


ways easier for the agent to induce ad- 
ditional savings than additional over- 
head charges. 

Almost any company’s figures will 
show a greater persistency, too, on the 
part of endowment policyholders. Men 
are loath to borrow on a policy, or sur- 
render one, that they regard as personal 
protection against want. 

A client buying his first long endow- 
ment can be shown how much he will 
need to accumulate to live in comfort 
after 65, and the initial policy be pre- 
sented as merely the first step toward 
jt. The agent will find his future calls 
naturally expected by the client, and 
more contracts be taken to complete 
the plan. It will be very hard for any 
other agent to disturb the intimate rela- 
tion that exists between this man and 
his insurance advisor. 

To bring such an ambition within the 
reach of all, it is well to explain what 
even a modest sum will do, when used 
in the purchase of an annuity. About 
eleven hundred dollars, on the average, 
can be assured a man who will but carry 
a $10,000 contract due at 65. 

In business insurance, likewise, the 
long endowment is the quality protec- 
tion, because it offers ready cash at a 
time when the insured ceases to be of 
further going value to the concern. Then 
it is no longer necessary either to con- 
tinue ordinary insurance upon the life 
of an inactive member, or to take a 
partial cash value and sacrifice for the 
firm the exposure on the life of a man 
along in years. 

Individual Adaptability 


Long endowments can be individually 
adapted. A good suggestion is the 
“endowment series,”—arranging poli- 
cies to mature every year from 60 or 
65 on, so that the client can rely upon 
a certain sum for each of his latest 
years. Some men of means desire for 
the added convenience to anticipate pre- 
miums, and the discount for cash is so 
large it makes of the whole, a very 
attractive investment. 

Another good plan is to combine on 
a single life a 10 pay long endowment, 
a 15 pay, a 20 pay, and a continuous 
payment contract. During the early 
years deposits are heavy, but for only 
a few years. Soon, one by one, the 
policies begin to be paid-up, and the 
post-paid dividends ease the later pay- 
ments, and very likely after the first 
twenty years will carry the last contract. 











The Test of Service 














The ultimate success of a life insurance company de- 
pends upon what those who have bought its policies in the past 
think of the service they have received. The Massachusetts 
Mutual passes this test with flying colors. 
or 35%, of the business delivered last year was on the lives of 
men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 





Over $45,000,000, 


























In 1919 


44 General Agencies paid for 
$88,000,000 


Standard Business 


Dividend Scale Maintained, Surplus Increased 





New England Mutual Life Insurance Co. 
Boston, Mass. 
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Plain Public Duties 
of Insurance Men 


A TALK MADE BY HALEY FISKE 








Tells Canadian Under: riters of Re- 
sponsibilities of Agents and 
Their Associations 





The public duties of insurance men 
and their associations were described 
by Haley Fiske, president of the Metro- 
politan Life, in a recent address before 
the Canadian Dominion Life Under- 
writers’ Association. He said in part: 

“IT have been trying to show you that 
you are the agents of the greatest in- 
stitution in the world for the carrying 
on of the work of civilization. Are you 
teaching the Canadian people? Are you 
using your opportunities to talk to peo- 
ple on these subjects? Do you meet 
men who have prejudice against insur- 
ance companies and against their ac- 
cumulation? Do you talk to them? Do 
you meet workingmen? Do you talk to 
them? Are you active in public affairs? 
Are you members of Chambers of Com- 
merce? Are you members of your lo- 
cal bodies of Government? Are you 
taking part in the education of the 
Canadian people in good government? 
Ar ou looking after the welfare of the 
people in the localities in which you 
live? Are you opening your eyes to bad 
water, to bad sanitation, to bad housing, 
to poor schools, to insufficient schools? 
Are you entering into civic life of the 
communities in which you live? If not, 
are you unfaithful to your stewardship? 
My dear boys, I have been looking over 
your program here for the last two or 
three days, and it has been a disappoint- 
ment to me when I read the subjects of 
discussion, all of them quite proper— 
salesmanship, how to sell; business in- 
surance; insurance for death duties; 
taxation; Industrial insurance, how to 
work it; Group insurance, should it be 
pushed? the relations of agents to each 
other and to your association; the pro- 
visions of policies. Overything con- 
nected with the commercial—I won’t 
say sordid—side of your business. It is 
proper enough when you meet that you 
should exchange views on how to con- 
duct your business, but is there here a 
discussion of your public duty? 

“Ig there anywhere a recognition of 
what you ought to be, of what your 
companies in the aggregate and their 
capital could do? I have seen none. 
And yet you must be conscious that we 
are living in perilous times; you must 
be conscious that things cannot go on 
as they are; you must be conscious of 
a wave that is passing over the world. 
You have been devoting these days to 
what? To what you cam get out of peo- 
ple and how to get it. Proper enough 
that you should have consultations on 
that subject; if you conduct business, 
it is proper enough; but are you deaf to 
that call that is going throughout the 
world that people now have got to live 
to give something? Is there any sign 
there that you have anything to give? 
Have you been studying how you can 
give? You have got to; every man has 
to. What you can give is what the world 
is crying for. Servis. It is yearning 
for it, ® is crying for it. The under- 
world is astir, once in a while it comes 
to the surface and you see awful things 
done, but always, whether you see it or 
not, under the world there is a move- 
ment in flux and convulsion, and there 
is going to be an evolution. Are you 
preparing? Are you trying to steady 
and calm the waves? You must. You 
must, because you are in the position to 
do it. When I say that you have three 
million one hundred and ninety thou- 
sand policies in force, what does that 
mean? Why it means you have two 
million lives insured, and that is a 


quarter of the entire population, and 
they are of the ages and conditions of 
health in which they can be insured. 
Power, do you realize it? The power 
of numbers, the power of representing 
a quarter of the entire population. 

“What are you doing with it? It 
won’t do to exploit it, it won’t do even 
to enlarge it unless you take with it the 
responsibilities that accompany your in- 
crease of business. You have got to 
be up and alert. Service is the cry of 
the world, and it will have it, and those 
who do not give it will go under. There 
will be remedies and, if you cannot fur- 
nish them, there may be bad remedies. 
These may be nationalization of insur- 
ance; I do not know. There may be ob- 
stacles put in your way—I do not know. 
I have lived long enough—and I have 
lived nearly fifty years right in this busi- 
ness—-I have lived long enough to see 
convulsions that spread right through 
whole communities, convulsions’ of 
prejudices that get in flames. Unrea- 
soning? Yes, what has that to do with 
it? Does it make any difference if the 
house is burning down, just how it 
caught? Your duty for which the world 
is crying is service. Now, How? How 
you can do it, corporately and individ- 
ually? I have talked to you about how 
you can do it individually. I have talked 
to you on the subject of your duties as 
citizens in the towns in which you live, 
that you must be watchful and alert to 
find out the ways in which you can 
serve people. And then in your cor- 
porate capacities, even in the towns in 
which you have small associations, you 
are a power if you only know it. Per- 
haps it doesn’t do any good for one 
man to cry aloud, but it does « lot of 
good for a corporate body to cry aloud. 
There is such a thing as pressure on 
public officials, there is such a thing as 
enlightenment of public officials, there 
is such a thing as publication to the 
world, to the communities in which you 
live, of what they need. There is such 
a thing as selecting proper public ser- 
vants; there is such a thing as weeding 
out the incompetent, the faithless, the 
negligent, the corrupt. It is a power 
you have. You need not use it in poli- 
tics; I do not ask for that. I ask you 
to use it as a pressure, always pushing, 
pushing, pushing against officialdom to 
do the duty that devolves upon them in 
relation to the communities in which 
you live. And you can teach publicly as 
well as privately; you can teach schools 
as well as individuals; you can teach by 
means of meetings as well as by con- 
versations.” 


BACK FROM HAWAII 





W. E. Taylor and E. W. Woods Spent 
Eight Days on Islands; Latter to 
Attend Boston Convention 





W. E. Taylor, vice-president of the 
Equitable Life Assurance Society; and 
Kdward A. Woods, general agent of the 
Company at Pittsburgh, have returned 
from a visit to Honolulu and other 
places in Hawaii. They were on the 
islands eight days, and made the special 
trip to one of the islands to see the 
volcano, one of the most famous in the 
world, and furnishing a _ sight well 
worth the journey. 

Returning to California they, in com- 
pany with Secretary William A. Alex- 
ander, addressed a special meeting of 
the San Francisco agency of the Society 
called in their honor. Mr. Woods will 
attend the Boston convention, which he 
says already has a larger advance reg- 
istration than has had any previous 
convention of the National Association 
of Life Underwriters. 





FRANK LE BAR DEAD 

Frank Le Bar, general agent for New 
Jersey of the Provident Life & Trust, 
died at Lake George recently. His 
achievements made him one of the most 
prominent of the Company’s general ag- 
ents. He did splendid work in agency 
organization. 





T. E. Wright, of Montreal, led the 
New York Life agents in July in num- 
ber of new paid applications. M. Madi- 
son, of Grand Street branch was fourth. 
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1867 
THE 


EQUITABLE LIFE OF IOWA 


July 1, 1920 
$237,665,071.48 of Insurance in Force 
An increase of over Thirty-one Millions in 
six months. 
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For Information Address 


HOME OFFICE DES MOINES, IOWA 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of ali members. : 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
8% reserve 








Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 











IN THE CENTER OF THE U. S. A. | 


ieia | 











is located a big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $220,000,000 of insurance in force. 


EVERLASTING , 
AS THE HI Y 





Investigate for yourself. 


Missouri State Life Insurance Company | 
M. E. SINGLETON, President 


St. Louis, Missouri 




















Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 














~~ Total Resources Dec. 31, 1919.... over  $7,500,000.00 
Insurance issued during 1919..... over 26,000,000.00 
Insurance in force Dec. 31, 1919.. over 70,000,000.00 








THE PAN-AMERICAN WAY. 

In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 
prosperous and contented. 

What those agents are doing, you can do, if you have the Will—the 
Pan-American Way is open to you. 





Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, LA. | 
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Are Too Many Risks Refused? 


By Dr. Arthur Bookman, New York 














Dr. Arthur Bookman is one of the most 
distinguished figures in the medical world 
of New_York. and, in addition to exten- 
sive hospital consultant affiliations he has 
one of the largest private practices in the 
city. During the war he was a captain in 
the medical corps of the United States 
Army. 


Why do life insurance companies ac- 
cept poor risks, and refuse others that 
are as good as the best? Cannot many 
of these mistakes be avoided? It is 
the plain obligation of the companies 
to protect their policyholders against 
poor risks, but it is just as clearly their 
duty to the public not to refuse a sound 
applicant. 

Because my experience is particular- 
ly large among persons who have been 
refused insurance either because their 
urine has contained sugar or because 
it showed a’bumin or casts, my obser- 
vations will be confined to these. Many 
of them are better risks than others 
that seek my advice before being ex- 
amined for insurance, and then pass an 

















DR. ARTHUR BOOKMAN 


insurance examination without arous- 
ing suspicion. A _ typical instance is 
the man who came to me fifteen years 
ego at the age of forty-five. On ac- 
count of a trace of albumin and a few 
casts a premium had been asked which 
would have repaid the principal in sev- 
en years. He was advised not to in- 
sure, and is today as well as any man 
of his years. The attitude of the com- 
pany was correct at the time but the 
progress of medicine makes a juster 
estimate of an applicant possible today. 

In what classes of applicants are 
such miscarriages of insurance most 
likely and how can they be limited? 

Among the sugar cases there are 
those passing large amounts of dex- 
trose, and those who only pass traces. 
In either class we may be dealing with 
a severe, or with a harmless condi- 
tion. Then there are individua's who 
are passing pentose or some other 
sugar than dextrose. These may also 
be perfectly good risks. 

Where nephritis is suspected we are 
particularly interested in two groups. 
First there are the younger men. In 
a group of 5,000 men between the 16th 
and 25th year 5 per cent had albumin- 
uria, and only 1/10 of 1 per cent had 
Bright’s disease or developed it within 
a period of five years. The albuminuria 
in these young men tends to disappear, 
and even when it persists it is usually 
harmless, if there is no other evidence 
of Bright’s disease. In a second group 
distributed among all ages good risks 
predominate. There is a trace of al- 


bumin and perhaps there are casts oc- 
casionally for many years, or for life, 
without important damage to the kid- 
neys. 


In these individuals closer study will 
usually show whether the applicant is 
a first-class risk or not. This study 
to be reliable should be made under 
well-controlled hospital conditions and 
would include blood examination by the 
newer chemical methods, and investiga- 
tion of the urine during the administra- 
tion of test-diets. These tests can be 
carried out in a few days. 


The time is past when competent 
physicians are content to make a diag- 
nosis or prognosis in patients of this 
type from a routine examination of the 
urine and the time has come for far- 
sighted companies to give these appli- 
cants an opportunity for examination 
by modern methods before refusing 
them. 

My suggestion is that life underwrit- 
ers establish observation hospitals to 
which applicants who are not consid- 
ered first-class risks may be referred 
for further observation along the lines 
indicated. This will reveal among 
them a certain number of sound risks 
and others that are doubtful and 
should be put on a period of probation. 
A necessary condition, of course, is 
that the physicians who make these 
observations have special experience 
in this field. To sum up,—in doubtful 
caces the individual should be offered 
the opportunity of thorough study by 
modern methods, and at skilled hands, 
before rejection. 

These observation hospitals would 
resu't not only in finding many good 
risks among those now refused but 
they would tend to remove the sense 
of resentment and injustice that the 
applicant who has been refused insur- 
ance often feels; and thus add tre- 
mendously to that most valuable asset 
of any company,—good will. 





$400,000 ON OLIVE THOMAS 





Twenty-One Year Old Screen Star 
Fatally Drinks Bottle of Poison 
in Paris 





Olive Thomas, the twenty-one year 
old motion picture star who died in 
Paris as a result of swallowing a mer- 
curial poisoning preparation, is sup- 
posed to have had insurance for $400,- 
000 taken by the film concern which 
emp'oys her. It is one of those screen 
star contract protection policies of 
which so many have been taken out 
recently. The New York “Tribune” 
carries a story to the effect that $100,- 
000 of this insurance was carried in the 
New York Life and that policies for 
similar amounts were obtained in three 
other companies. It is also stated that 
the New York Life cabled to Paris for 
particulars. 

A number of interesting stories have 
been printed concerning the events 
leading up to the death of Miss Thomas, 
who is an unusually beautiful woman 
who has been with the Ziegfeld “Fol- 
lies.’ Miss Thomas was in Paris with 
her husband, Jack Pickford, also a 
screen star. The New York “Times” 
carried a story on the front page in 
which there was mention of cocaine 
and champagne orgies. Pickford said 
his wife was on the verge of a nervous 
breakdown. They were in the Mont- 
martre district, the center of the gay 
life of Paris, just before the return to 
their hotel on the night of drinking the 
poison. 





MANHATTAN’S CLUB TO MEET 

The Manhattan Life’s $100,000 Club 
will meet at the Hotel Astor in New 
York on September 20-21. 





About a Corporate Emblem 


More than fifty years ago, an inspired genius designed a cor- 
porate seal for THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY of Milwaukee, Wisconsin, the central 
figure of which is a BANYAN TREE, bearing the line, “WE 
SPREAD TO PROTECT.” 


The Banyan Tree is a curious Indian growth, the distinguishing 
feature of which is that each of its branches seeks the ground, 
there firmly roots and itself becomes a parent trunk, thus grow- 
ing in strength and in power to serve. 


The Banyan Tree is particularly symbolic of THE NORTH- 
WESTERN, which is pure- 
ly mutual and in which 
every policyholder is in- 
sured by, and in turn is an 
insurer of, his fellow mem- 
bers. The original North- 
western tree consisted of 
two hundred citizens of 
Wisconsin. Today it con- 
sists of six hundred thou- 








ti m 

an La mye sand citizens of forty-two 

WE sprEap po PROTEC states, each one of whom, 
with his family, home, 


business and estate, is protected by all the others. 

A more appropriate emblem hardly can be imagined. The 

Banyan Tree exactly symbolizes the spreading and protecting 

service of mutual life insurance, and particularly that of 

The Northwestern Mutual Life Insurance Co. 
of 


Milwaukee, Wisconsin 




















In the interest | of 


“Professional Public Service” 


The Connecticut Mutual 
Life Insurance Company 


Hartford, Connecticut 


added 125 full-time men to its 


‘anks during the first six months 
of 1920. 


In writing please mention The Eastern Underwriter, 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








This little selling talk was 

A awarded the prize at a re- 

Convincing cent contest conducted by 

Portrayal a Western life underwrit 
ers’ association: 

“Mr. Smith, just forget for one mo- 
ment that I am a life insurance agent, 
and imagine that I am a banker. I say 
to you: ‘You pay me 2% or 3 per cent 
interest on a given sum of money, say 
$5,000, for the next twenty years. If 
you die at any time, either tomorrow 
or fifty years from now, I will place 
$5 000 to your wife’s credit in my bank. 
If you die before the twentieth year, 
all interest payments cease at your 
death, and if you live longer than twen- 
ty years, the interest payments cease 
at the twentieth year; if you are still 
alive twenty yeers from now, and care 
to discontinue the arrangement, I will 
pay you back all of your interest.’ If 
your banker should make you such a 
proposition you would take it at once, 
wouldn’t you? Yes, indeed you would. 
Well, that is all a twenty payment life 
policy is.” 

** 8 


First Reason Old 
“Reasons Why” age. Fact No. 1.— 
Life Insurance Eighty-seven per cent 
Is Needed of those who have 
money today will lose 

it by the time they reach age 65. 

Fact No. 2.—Take 100 average heal- 
thy men, starting at age 25, and on 
reaching age 65 thirty-six will be dead, 
one rich, four wealthy, five obliged to 
work for a living, fifty-four “down and 
out,” dependent on private or public 
charity. 

Fact No. 3.—In the last thirty-five 
years life insurance has actually de- 
creased pauperism in the United States 
by 33 1-3 per cent. 

Second Reason—Helplessness 
through accident or disease. Perma- 
nent disability. 

Fact No. 4.—The accident companies 
report that about 2,000,000 persons are 
killed or injured every year in the 
United States. 

Third Reason: 

Fact No. 5.—Probate Court records 
all over the United States show that 
of all estates probated 85 per cent leave 
nothing, 11 per cent small amounts, 
$300 to $10,000, and only 4 per cent 
leave $10,000 or more. 

Fact No. 6.—Great wealth is no guar- 
anty of security, for Cyrus Field, the 
great builder and financier-—-to name 
only one of many—although worth $20,- 
000,000, left at death nothing except 
his life insurance, which, fortunately, 
was $250,000. 

Fact No. 7.—Eight million women in 
the United States must work to live. 

Fact No. 8.—Of 3,000,000 widows in 
the United States over age 65, 90 per 
cent are without the common comforts 
of life. 

These are facts. 

They are derived from very authen- 
tic sources, the United States Govern- 
ment Census, Probate Courts the Amer- 
ican Bankers’ Association the Carnegie 
— etc.—Nationa' Fidelity Bulle- 

in. 





The Rev, Father Plummer, 
Minister of St. Augustine’s Church, 
Discusses Toronto, discussed insur- 
Insurance ance at a Metropolitan Life 
; banquet recently. He said 
in part: 

“The subject has a religious side to 
it. and way back in the Old Testament 
when we are told that the sins of the 
father were visited upon the children, 
T am perfectly certain that the man 
who wrote it down had an idea of life 
insurance as one way of preventing the 
sins of the fathers from being visited 
on the children, in this way, that the 





father could provide against the wife 
and children being left penniless at his 
death. And we have another case 
where somebody told us that true re- 
ligion was to visit the fatherless and 
the widow in affliction. Today it is the 
man’s business, so to speak, to visit 
his own widow and fatherless children 
by arranging for an insurance com- 
pany to look after them for him, I could 
not help thinking of this fact—with our 
broad ideas of what wrongdoing and 
sin consists of today—sin is the taking 
of things from others all the time and 
giving nothing in return—and I cannot 
help thinking that one of the very 
worst sinners in the world is the man 
who takes the companionship and love 
of a woman, and the care of a woman 
and children, and makes no attempt to 
provide for their being looked after 
when he has gone from them. 

“When I was reading an old copy the 
other day of Dante’s Inferno, where he 
pictures the other world, and punish- 
ment fitted to the crime, I tried to im- 
agine the kind of Hell I would design 
for aman who did that same thing. that 
particular kind of sinner, and I think 
when he got through trving to cook 
meals wash clothes, build fires that 
never would burn. and perform other 
household tasks that I would set for 
him, he would have some conception 
of the kind of punishment he would 
have in that other world, and he would 
have a fine idea of the rotten way in 
which he had treated tnose neople who 
looked after him so faithfully. 

“In that way, I think we may claim 
for life insurance, the kind that pro- 
vides for the wife and chi'dren, that it 
is worthv of the strongest and most em- 
phatic blessing of the church and the 
State. It is the one line of business 
that I have not the slightest scruple 
about preaching upon in church. It 
typifies the work of the Christ, and 
that is the care of the fatherless chil- 
dren and the duty of a man to provide 
for his children. 

“T came gladly here tonight to add 
my little say in favor of life insurance. 
Of course it is a business that men are 
in for the sake of making their living. 
It is not charity.” 





MEETING A FREQUENT OBJECTION 

The old “friend-in-the-business” dodge 
sometimes daunts the new agent, and 
even has a dampening effect on the 
more skilful solicitor. The “New Eng- 
land Pilot” gives this as one of the best 
answers to it: 

“Why not take the telephone now and 
get your friend over here, and make an 
appointment for his doctor to examine 
you right away?. If you do this, I shall 
still be performing a service for your 
wife and children, and in fairness I in- 
sist that you shall not throw sand in 
my eyes by talking about commission. 
In our Company we give compensation 
for services performed, and if you think 
your friend should be compensated for 
what he has done for your wife and 
children, I shall be glad to have him 
get the commission. This is all merely 
incidental, however, since what you 
need, and neither your friend nor I have 
been able to induce you to take, is a 
policy now—not tomorrow, next month 
or next year.” 





The New York Life says that auto- 
mobile owners make good prospects for 
life insurance salesmen. It says: “Cer- 
tainly the pleasure driver who carries 
liability insurance to protect the other 
fellow’s family will insure his own life 
to protect his own family if you thor- 
oughly post him.” 


General Agent R. B. Cornish, of the 
Mutual Benefit, Newark, paid for in- 
surance on eight lives in July for a 
total of more than $100,000. 





CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 

















We have passed the 


Half Billion Mark 





With over 
$530,000,000 


of insurance 
now in force 




















HOME LIFE 
INSURANCE CO. 


(Purely Mutual) 
' 256 BROADWAY, NEW YORK 


WILLIAM A. MARSHALL 
President 


The 60th Annual statement 
shows admitted assets of 
$37,780,735 and the Insur- 
ance in Force $185,755,819,— 
a gain for the year 1919 of 
over $27,000,000. The Insur- 
ance effected during the year 
was over $40,000,000, or 63% 
more than in the previous 
year. The amount paid to 
policyholders during the year 
was over $4,388,000. 





For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 




















Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YOR 
Organized 1850 2 











Bankers Life 
Company 
Des Moines - - Iowa 


Geo. Kuhns, President 














GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








THE BERKSHIRE LIFE INSURANCE CO. 
OF PITTSFIELD, MASS. 
Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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One-a-Week Application Club of 





Equitable Life Insurance Co., lowa 


By STEPHEN A. SWISHER, Jt. Manager of Service Dept. of Co. 


The One-A-Week Club of the Equit- 
able Life Insurance Company of Iowa 
is now more than a year old. Ever 
since its birth it has grown larger and 


stronger and new members are being 
added each week. Agents who aspire 
to become members of the One-A-Week 
Class sign an application blank and an 





A. SWISHER, JR. 


STEPHEN 


allotment slip and forward it to the 
service department where their name is 
entered on the rolls of the class. 

After producing applications regular- 
ly for a period of eight weeks the agent 
receives a certificate of membership 
and becomes a member of the One-A- 
Week Class during the period that he 
is able to continue regular production. 
Each time an agent writes an applica- 
tion he forwards a pink slip so called to 
the Home Office with the application 
stating the amount written, date of 
medical examination, and the name of 
the insured. At the end of each week 
the agent also forwards a weekly report 
blank containing the number of calls 


made, interviews secured, applications 
written, and the amounts of insurance 
and premiums. These reports -are 


studied over in the service department 
and recommendations made to the ag- 
ents in regard to their work. For in- 
stance, it can be easily seen whether or 
not the agent is lacking in salesman- 
ship if he secures many interviews and 
fails to close a proportionate number of 
applications. 

The agents whose pictures appear on 
the cut shown on this page are four of 
those who have succeeded in producing 
regularly each week since the organiza- 
tion of this class. 

In an announcement about the One-a- 
Week Class the Company said to the 
field force: “Regular production is the 
key to success for the life insurance 
salesmen. It sweeps the agent’s path 
clear of difficulties. An earnest effort 
to maintain a record of an ‘app-a-week’ 
is productive of that state of mind that 
insures the agent against failure. The 
aim of the One-a-Week Class is regular 
production. In organizing the class the 
Company has not thought so much of 
increased production as of aiding its ag- 
ents to produce regularly. The class is 
to be conducted with this main object 
in view. The help that an agent will get 
from applying for membership in this 
class is two-fold: 

“The mental attitude that he wi!l de- 
velop as a direct result of following the 
rules of the class—the habit of con- 
tinuous endeavor to maintain his record 
—will register an increase in habitual 


personal efficiency. Many different 
cases could be cited which emphasize 
this point. 

“In addition to this, special help will 
be supplied to members of the class. 
Bulletins will be issued periodically 
bringing out points of special interest 
to members. ‘The Equiowa,’ our month- 
ly magazine, will have a department 
every month devoted to the members of 
the One-a-Week Class. After an agent 
has produced consistently for one eight- 
week period, he will be given a member- 
ship card. This card will show the 
grade of his membership and the 
length of his record of weekly produc- 
tion. Membership will be of different 





American Central Life 


Insurance Company 
INDIANAPOLIS, 

Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


INDIANA 








grades according to the number of appli- 








cations produced each week for the last 
period for which the card is issued. 
An honor membership button will be 
supplied to any solicitor writing seven 
applications a week for an eight-week 
period. Finally there is a .,pecial place 
reserved on the back page of our month- 
ly magazine for special mention of that 
agent who has maintained the best 
record aS a member of the One-a-Week 
Class. In determining this record 
length of production counts first; in 
case of tie in the length of weekly pro- 
duction, the grade of membership will 
decide; if both these fail to determine 
the case, the amount of insurance di- 


Assets 
Liabilities 
Capital and Surplus 


JOHN G. 








vided by the amount of premiums will 


Genesiend 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST -STRONGEST, Southern Life Insurance Company 


Issues the most liberal forme of Ordinary Policies from $1,000.0@ to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1919: 





WALKER, Pres'dent. 
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determine whose name shall appear in 
this place of honor. 

“Your membership in the One-a-Week 
Class will register its value in dollars 
and cents directly in proportion to the 
earnest endeavor that you devote to it.’ 


GOOD SELLING SUGGESTION 


Offered by Member of New York Life’s 
$200,000 Club at Saratoga 
Convention 


This selling suggestion was offered at 
the New York Life’s $200,000 Club at 
Saratoga: 

“Three years ago I stopped working 
on a prospective client of mine, 45 years 
old and unmarried, as he claimed that 
he would never take out another dollar 
of insurance. He was a wealthy man 


I thought I saw the force of his 
argument. The other day I was sur- 
prised to receive word from him that 
he wanted to see me about some of his 
maturing policies and to ask my advice 
as to what he should do. I gave him 
the usual advice under the circum- 
stances as I understood them, but it did 
not seem to fit his case. I took the cue 
from his conversation that he had senti- 
mental ideas regarding the funds he 
had accumulated. After considerable 
thought as to the proper plan to carry 
out what he had in mind I offered him 
the idea of taking out $100,000 insur- 
ance in 100 policies of $1,000 each for 
the purpose of leaving them as differ- 
ent charitable bequests. I was success- 
ful in this. I delivered the policies to 
him, made payable to his estate, his in- 
tention being to later on name a chari- 


and 


table institution or beneficiary in each 
case. He changed his mind however 
and decided to leave the entire $100,- 
000 to his employes on the basis of 
$1,000 to each worker for each year of 
service over 10; in case there were not 
sufficient funds under this $100,000 
plan the bequest was to be pro rated. 
It just met the wish of a person of a 
charitable turn of mind who wanted to 
reward those who had been faithful to 
him.” 





NEW BALTIMORE OFFICE 
John C. Evans and Dallas S, Squire 
have opened a genera] insurance office 
in Baltimore. Mr. Evans is general ag- 
ent for the State Mutual Life and Mr. 
Squire used to be with the London & 
Lancashire in Hartford. 
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A Young Man’s Estate 





By F. P. Clarendon 


The late Lord Roseberry once said 
that the only real benefit that came 
from wealth—the only real difference 
it made between man and man—was 
the knowledge it gave its possessor that 
he could provide adequately for the 
present and the future of his depen- 
dents. 

It is undoubtedly a feeling of satis- 
faction to be in possession of sufficient 
wealth to provide for the future as well 
as the present comforts of one’s family, 
and the absence of this sense of secur- 
ity explains in great measure the poor 
man’s avidity to make and to save 
money. 

While wealth does not always bring 
happiness, it goes a long way towards 
freeing sorrow from the sordidness of 
poverty and want, It is not essential, 
however, that a young man be wealthy, 
or even what is termed “well-to-do,” in 
order to build up suitable provision for 
his family’s needs in event of his death, 
‘if he is willing to stimulate his good 
intentions by thrift and foresight. 

A young man 25 years of age, recent- 
ly married, may with but slight diminu- 
tion of his income begin the building 
of an estate to provide for the main- 
tenance of his dependents in case of 
his death. Assume that the young man 
is earning an annual income of $2,500. 
He can get a Life Insurance Policy at 
that age in the sum of $10,000, on the 
30 Payment Life plan, for which the 
premium would be about $240 a year 
necessitating a savings of but $20 a 
month. Yet this amount would lay 
the corner-stone of his estate, and the 
premium paying period on the po'icy 
would be completed when he became 
55 years of age. Dividends on the pol- 
icy would be payable not only during 
the 30 Year premium paying period, 
but as long thereafter as the policy re- 
mained in force. Age 25 is an excellent 
time to undergo the medical test, for 
the applicant is then in the most vigor- 
ous period of life, and there is thus 
less chance of rejection. 

Let us assume that the young man on 
attaining age 30 is earning $3,000 
a year and has one or two chil- 
“dren. He should now increase his in- 
surance protection by taking an addi- 
tional policy for $5,000 on the 25 Pay- 
ment Life plan, and this policy would 
also be free from further premium pay- 
ments on the insured attaining age 55. 
This policy calls for a premium of 
about $145 a year, and with the pre- 
vious policy would insure an estate of 
$15,000 which in event of the hus- 
band’s death would yield sufficient in- 
terest to pay for the rental of a mod- 
est home, If the widow’s mind is freed 
from anxiety regarding a home for her 
children, she will, with average initia- 
tive and pluck, find a way to feed and 
clothe them. 

In planning for policies on the 25 
and 30 Payment Life plan in the above 


case, we wou'd suggest that the advan- 
tages of these moderate priced policies, 
including the 35 Payment Life as well, 
are frequently overlooked by the agen- 
cy man. When 20 Payment Life is re- 
jected by the prospect on the plea of 
expense, the agent is apt to swing to 
the Ordinary Life plan necessitating 
premium payments throughout life— 
often extending, in the case of a young 
man, forty or fifty years into the fu- 
ture. The appeal of an old age free 
from premium payments is very strong 
to a young man under age 30, and the 
35 Payment Life policy is paid up while 
the average man is still in working 
vigor. 

If a young man be endowed with abil- 
ity and business acumen, it is probable 
that his income will grow steadily as 
he approaches age 40. If therefore he 
increased his insurance by $10,000 at 
age 35 and by $15,000 between age 40 
an@ 45, he would build up while still in 
early middle life an estate yielding, at 
five per cent, about $2,000 annually in 
event of his death. The bulk of the 
insurance would be placed at the lower 
premium rates payable between ages 
25 and 35. Accumulated dividends 
wou'd provide an interesting addition 
to the estate, or if need be the annual 
dividends could be used to reduce pre- 
mium payments. 

Adequate provision does not neces- 
sarily imply wealth. Comparatively 
few are born and reared in the lap of 
luxury, and the things which are often 
deemed essential to the comfort of 
those accustomed to great riches are 
not missed by the family brought up in 
more modest circumstances. Adequate 
provision implies that a home, nourish- 
ing food, and proper clothing is pro- 
curable, with means to obtain satis- 
factory education in elementary grades. 
If higher education is desired, a little 
self denial and healthful toil will en- 
able the young student to “work his 
way through.” 

The addition of the Disability Bene- 
fit, Waiver and Annuity, to his first 
policy for $10000 at age 25, will give 
the young man still another story to 
his building, for in event of his being 
totally disabled and incapacitated from 
earning a living at any time after tak- 
ing out the policy, he would receive 
so long as the disablement continued 
an annuity of $1,000 a year; yet at his 
death the full amount of $10,000 pay- 
able under the policy would go to the 
beneficiary. 

The knowledge that provision and in- 
dependence for the family can be 
counted upon with certainty acts as a 
stimulus for saving in the early years 
of manhood when the earning capacity 
is normally on the increase, and the 
agent who encourages thrift and self 
respect by means of building an estate 
through life insurance investment is 
the friend and benefactor of his c’ient. 








* AMAR 


THE DALLA 
BIG Frwoarn? 
Texas GREAT 


INSURAM[I 


AFLUMONT, 


SAN ANTONIO. ie 
*DEL RIO COMPANY, 

















Great Southern Life Insurance Company 


| HOUSTON, TEXAS 


For Agency Contracts addrese 


O. S. CARLTON 


PRESIDENT 









































THE TRAVELERS 


good to represent because its eminence in work- 
men’s compensation, liability, accident and other 
‘asualty lines is unapproached—in addition to which, 


it is one of the great life companies. 


Write to the nearest branch to-day for representation 


THE TRAVELERS 


INSURANCE a INDEMNITY 


COMPANY COMPANY 
HARTFORD, CONNECTICUT ? 


























THE MAN 4x» THE JOB 





The time which all employees have looked forward to, 
when the job would be hunting the man instead of the man 
hunting the job, has evidently come. If you can do anything 
in the way of producing material or moral values, the job is 
waiting for you—looking for you. Life insurance companies 
have heretofore been in the position of the employee who had 
to hunt his job in order to get the opportunity to do the work 
he was able to do for the benefit of his employer and the com- 
munity at large. Now employers are looking for men and 
men who need life insurance are looking for a life company 
that will insure them. 


This advertisement is therefore printed here to notify the 
public that the New York Life Insurance Company, organized 
under the laws of the State of New York in 1845, is ready to 
do the job for those who need life insurance. The Company 
did the job for over TWO HUNDRED THOUSAND MEN 
AND WOMEN in 1919, but was obliged to turn away over 
FIFTEEN THOUSAND, not because the Company’s facilities 
were not ample, but because they applied too late—they were 
no longer insurable! They wanted protection to the amount 
of SIXTY MILLION DOLLARS, and the Company could not 
furnish a dollar. 


So the Company is printing this notice to the effect that it 
is ready to do the job for healthy men and women, on appli- 
cation. Its facilities are ample, its work has behind it the 
guarantee of seventy-five years of faithful service, a mutual 
organization with a membership of over a million insured 
persons, with ample reserves to meet every contingency. The 
Company has Branch Offices in the principal cities, and 
Agencies in nearly every county. You can easily find one and 
he will do the job—if you haven’t waited too long. 


New York Life Insurance Company 
346 & 348 BROADWAY, NEW YORE, N. Y. 


DARWIN P. KINGSLEY, President 
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Selling Endowment 
At Age Sixty-five 


AGE 32 WIFE AND TWO CHILDREN 





William Solomon Says This Policy is 
Best for Prospect With $5,000 
Income 





At the sectional conference of Con- 
necticut Mutual Life $100,000 and $200,- 
000 Club Members at the Hotel Com- 
modore last week, William Solomon, of 
the Fraser & Abry office of New York, 
gave as his opinion as to what was the 
best policy for a man aged 32, having 
2 wife and two children, whose income 
is from $4,000 to $6,000, the following: 

“A man aged 32, having dependent 
upon his labors the support of his wife 
and two children, cannot, under exist- 
ing conditions, hope to save enough 
money during a period of a few years 
to create an estate large enough to 
support his dependents for a long space 
of time, or to care for himself and 
family, should old age or disability 
shut off his income. Therefore, we 
must select for him a policy which 
will enable him to create an immediate 
estate for family protection and at the 
same time provide for his own old age, 
the outlay for which will be commen- 
surate with his earning capacity. The 
answer is, in my opinion, a $20,000 
policy under the Endowment at 65 plan. 

“Figuring this man’s annual income 
is about $5000 per annum which is 
practically $100 a week; this policy 
would necessitate an annual outlay of 
about $580 or about ten per cent which 
is a natural proportion for a man to 
appropriate out of his yearly income for 
his life insurance in these times of 
inflated prices. Under the 1920 scale 
of dividends this policy could be fully 
paid up at the end of, say 23 years, 
providing dividends have been left to 
accumulate at compound interest. 
This plan of acceleration wou'd allow 


the outlay to be made during the years 
when a man is producing the most and 
therefore, when his financial returns 
are greatest. 

When a man passes the half cen- 
tury mark, age begins to creep in upon 
him and at any time thereafter he is 
especially subject to diseases and mis- 
fortunes which will impair if not total- 
ly destroy his earning capacity. True, 
he could do the same thing on a short- 
er term endowment plan, but, as you 
all appreciate this would necessitate a 
far greater outlay with not a cent more 
protection. These short term endow- 
ments maturing when a man is at the 
height of his business career can never 
be so important nor mean so much as 
one maturing when he has passed the 
middle span and is on the downward 
s'ope. Many men in fine sound finan- 
cial condition, at age 40 or 45 have 
found themselves penniless, in poor 
health at a later age. 

“In case of a man who is young or 
middle aged, who works along a specu- 
lative line, one desires to take his 
money and double it. The speculation 
or gambling temptation in a man is es- 
pecially prominent in his youthful days 
and decreases as he gets older. There- 
fore we find that the average man be- 
tween 60 and 65 has lost much of his 
chances to make money at a possible 
risk of losing what he has, and should 


be contented with.” 





BEST WISHES TO SMITHIES 

The entire superintendency force of 
the Metropolitan Life in the Midd'e 
Atlantic territory assembled last week 
at Atlantic City in the Hotel Traymore 
to extend best wishes and bid farewell 
to James A. Smithies, superintendent 
of agencies because of his new assign- 
ment and to get personally acquainted 
with James A. Bradley, who has been 
transferred from the Southwestern ter- 
ritory. The new superintendent was 
introduced by his predecessor to the 
agents at a 1 o’clock luncheon and was 
given a royal welcome. 
























a State Mutual Life 


Moe, Assurance Company 
of WORCESTER, MASS. 


Commenced Business June 1, 1845 


f" 


Incorporated 1844 


1920 


IS THE 75th ANNIVERSARY OF OUR 
COMMENCEMENT IN BUSINESS 


From the beginning the first consideration has been to 
furnish absolute protection to policyholders and beneficiaries. 


This practice has resulted in satisfied policyholders —the 
first essential to the agents’ success. 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, 
Superintendent of Agencies 























~ More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more policy contracts 
in force than this Company. A study of the following growth in ten years is invited: 


Jan. 1, ee 
$4,867 ,37 








Jan. 1, 1915 Jan. 1, 19% 
RTE | cnccinakinunendabassaeeednessdédadvandaebde J 763, 18,682, 
DE, Gk SON csnckcdoncensssusadeonsavened J - iS1'909 . en se 
SE DL. eicancanaiustiocqvassecovences 44,780,907 79,619,435 191, 61 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania, Michigan, Illinois, Missouri, and New York City. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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THE EAS TERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 


W. L. Hadley, Secretary and Business 


Manager; W. E. Schram, Associate 
Editor. The address of the officers is 
the office of this newspaper. Telephone 
2497 John. 

Subscription Price $3.00 a year, Single 
copies, 25 cents. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
‘1. Y., under the act of Congress of 
March 3, 1879. 














THE GOLD BOOK OF 1920 

With this issue of The Eastern 
Underwriter is published the 1920 Gold 
Book of Life insurance Selling, the Life 
Insurance Salesmanship Edition of The 
Eastern Underwriter. In the past this 
edition has been the most widely quoted 
publication in the insurance business, 
extracts from its articles appearing in 
other publications all through the year. 
In the 1920 edition are gathered the 
latest ideas on subjects of closest and 
keenest interest to the great army of 
insurance agents, presented by experts 
in authoritative and interesting fashion. 
There are many new faces among the 
authors, some of whom show a surpris- 
in> ability in being able to communi- 
cate to others through the printed page 
the ideas which they have used in build- 
ingup their own success. It demonstrates 
that men of action are capable of help- 
ing and willing to assist others in meet- 
ing the problems which are constantly 
arising in the busy life of an active 
insurance agent. 





GROWTH OF BANKERS LIFE 

The growth of the Bankers’ Life of 
Des Moines, established in 1879, is an 
index of what a life insurance com- 
peny can do in four decades. The 
Company ranks fourteenth in the life 
insurance companies of the United 
States of America from the standpoint 
of life insurance in force. 

The Bankers’ Life Company orig- 
inally provided life insurance protec- 
tion for bankers only. The field of its 
activities was soon enlarged to include 
a'l professional men. At a later date, 
the terms of entrance were made still 
more liberal and it was provided that 
business and professional men of all 
classes could be considered for mem- 
bership if recommended by a banker. 
Under such restrictions and as a re- 
sult of careful selection of risks, the 
Bankers’ Life has built up a clientele 
ot more than two hundred thousand 
policyholders. 

;Another fixed policy of this Company 
has been that of economical manage- 
ment and this policy, strictly adhered 
to, together with an investment policy 


of a most conservative nature, has re- 
sulted in the furnishing to its policy- 
holders of life insurance, protection at 
a net cost which compares favorably 
with that of any other company. 

The policy of the Company with re- 
gard to economy of management has 
always been characterized by careful 
expenditures and a wise se'ection of 
company. officials and representatives. 
The investment policy of the Company 
has been characterized, during all the 
history of the Company, by the same 
conservative care. As a result the 
Company claims that it has never lost 
a dollar on investment over a period 
of over forty years during which many 
millions of dollars have been invested. 

George Kuhns, president of the Com- 
pany, has worked up from the ranks. 
He started out with a rate book twenty- 
five years ago and, graduating from 
that position, became field manager, 
first vice-president and then chief ex- 
ecutive. 

‘The Bankers’ Life Company now has 
in force over five hundred million dol- 
lars of life insurance and as of De- 
comber 31, 1919, its assets amount to 
over thirty-nine million dollars, The 
Company has produced new business 
this year at the rate of ten million dol- 
lars a month and the field force of the 
Company is practically sure that it will 
arrive at its goal of one hundred mill- 
ion of new paid-for business for 1920. 
The new business gain of the Company 
as compared with 1919 has been ap- 
proximately 40 per cent, and the year 
of 1919 was a record year as compared 
with a'l previous years. 


PUBLIC ADJUSTER DIES 

Louis L. Rolland, one of the best 
known public adjusters in this part of 
the country, died of a complication of 
diseases on September 13. ‘Funeral 
services were held at his home in New- 
ark. During his early life he was a 
lawyer and one time was in the dis- 
trict attorney's office. About eighteen 
years ago he went with Miller & Malt- 
bie, 92 William Street, and built up a 
reputation as one of the keenest and 
squarest men in his line. He belonged 
to a number of fraternal organizations 
in New Jersey. 


HEADS CHAMBER OF COMMERCE 

Xdward P. Tice, head of the life in- 
surance general agency of Tice & Jef- 
fers, has just been elected president of 
the Columbus Chamber of Commerce, 
which has a membership of 4,500. Mr. 
Tice came to Columbus at the organiza- 
tion of the Midland Mutual Life as as- 
sistant superintendent of agents under 
Lot H. Brown, now Columbus general 
agent of the Union Central. Subse- 
quently he became superintendent of 
agents, and took in Herman P. Jeffers 
as his assistant. In 1909 they took a 
general agency for the Midland Mutual 
with 31 counties extending southeast 
from Columbus to the Ohio River. Last 
year the agency produced more than 
$4,000,000, and bids fair to exceed $5,- 
000,000 this year. Both men worked 
their way through college by selling life 
insurance. 


LINES RE-INSURED 

September 15 the Metropolitan Cas- 
ualty, New York, ceased writing all 
lines except plate glass. Outstanding 
burglary business has been re-insured 
in the American Surety and accident 
and health lines in the Indemnity of 
North America, Philadelphia. Ever 
since 1874 the Metropolitan Casualty 
has made a specialty of plate glass in- 
surance. The Company has always 
stood well. 














THE HUMAN SIDE OF INSURANCE 














CHARLES J. ROCKWELL 


Charles J. Rockwell, who has been 
given charge of practical salesmanship 
at the Carnegie School of Life Insur- 
ance Salesmanship jin Pittsburgh, has 
had his principal business training in 
the E. A. Woods Agency, Inc., Pitts- 
burgh. With the agency he has built 
up a fine reputation as an instructor of 
agents, and he has also lectured exten- 
sively on life insurance topics. 


General Adjuster Bament, of the 
Home, was discussing pomposity with 
an insurance friend a few days ago, and 
he was reminded of a story. A very 
much self-inflated special agent once 
called upon a friend of Mr. Bament’s, 
a local agent with a sense of humor. 
“Tam Mr. - - special agent of the —— 
Insurance Company,” he said in his 
most impressive manner. “Glad to meet 
you; take a chair,” said the local agent 
without much warmth. “But, sir, you 
do not understand who I am,” and the 
special agent repeated his introduction. 
“O, I am certainly glad to be favored by 
a call from you,” said the local springing 
to his feet. “Take two chairs; take 
three chairs; take four chairs, but for 
the love of Mike spare my life.” 

* * @ 


Heber H. Stryker, president of the 
First Re-Insurance Company, was born 
October 30, 1872, at Baltimore, Md., 
son of the Rev. Augustus P. Stryker 
and Mrs. Stryker, and is a direct de- 
scendant of Francis Scott Key, com- 
poser of the “Star Spangled Banner,” 
and of Chief Justice Tawney. He has 
been identified with insurance work 
since he was a boy, becoming affiliated 
with the Fidelity & Deposit and gen- 
eral superintendent, remaining until 
1906 when he went to the American 
Banking Co. of Baltimore as vice-presi- 
dent, resigning in 1910 to become presi- 
dent of the Surety Association of Amer- 
ica which was composed of twenty-five 
of the leading casualty and insurance 
companies of the United States. He re- 
signed ear'y in 1912 to go abroad, and 
returning to America that year, came 
to Hartford in October and was elected 
vice-president and secretary of the 
First Re-insurance Company the follow- 
ing month, continuing in those positions 
until April, 1918, when he was made 
president at the request of the alien 
property custodian. 

. + * 

William T. Tilden, Il, who by win- 
ning at Forest Hills as well as in Eng- 
land is now the world’s tennis cham- 
pion, has paid for $116,020 of life in- 
surance since he joined the J. D. E. 
Jones Agency of Boston, representing 
the Equitable Life Assurance Society. 
That he did so .well despite his fre- 
quent absences from business in order 
to play in tournaments is a fine 
achievement. 


J. Scofield Rowe, former vice-presi- 
dent of the Bankers & Shippers, and 
before that of the Aetna Life, has start- 
eu on an automobile trip to the Pacific 
Coast. He will make several stops on 
tae way and will not come back until 
November. At that time it is believed 
he will return to the casualty business 
in which he is one of the ieading tig- 
ures, but the published rumor that he 
will go with tne National Surety Com- 
pany is erroneous, 

a * ” 


Henry Cragin Walker is the author 
of a new book for boys which has just 
been pub.ished by the Century Com- 
pany. Mr. Walker is well Knuwn in a 
aumber of insurance ottices pecause of 
tue unusually clever publicity sales 
luatter that he has conceived and which 
has been issued, in addition to other 
activiules, he is now publishing a little 
cuatlty magazine called “Habit.” 

eee 


L. R. Bowden, of the Globe & Rutgers, 
did an unusuaily square thing in ref- 
erence to the resignation of RK. J. Rice, 
Jr., a8 manager of the automobile de- 
partment of tae Company to go with the 
mvans companies. Wuen an_under- 
writer leaves one company to go with 
another there is generally a consider- 
apie amount of silence in the office from 
which the underwriter leaves with ret- 
erence to the event. Mr. Bowden, how- 
ever, wrote Mr. Rice a letter which is 
a Classic. In this letter he paid the 
highest tribute to his abilities as an 
underwriter, called attention to the im- 
portant position Mr. Rice had with the 
wiobe & Rutgers, and gave him all man- 
ner of good wishes. 


ss * # 


« 


V. W. Kenney, who has been appoint- 
ed as general agent for Eastern Massa- 
chusetts of the Connecticut Mutual, as 
announced last week, took up his du- 
t.cs In bOStONn On peptember 1. Mr. 
Kenney has been associated with the 
Connecticut Mutual, in his present ca- 
pacity since 1912, and since 1914 has 
peen the Company’s general agent at 
Harrisburg, Pennsylvania. Mr. Kenney 
is well known, both in social and busi- 
ness circles in Harrisburg. He is di- 
rector of the Dauphin National Bank, 
Dauphin, a member of the Colonial 
Country Club, and captain of its golf 
team, the Harrisburg Club, the Harris- 
burg Chamber of Commerce, Spruce 
Creek Rod and Gun Club, Perseverance 
Lodge No. 21 F. and A. M., Harrisburg 
Consistory and Zembo Temple A. A. 
VU. N. M. 8. 

* ¢ ¢ 


General Agent G. Hope-Miller, of the 
Commercial Union, was a captain of 
ordnance during the war. A graduate 
of Stevens Institute he did his first in- 
surance work in the capacity of an in- 
spector in the Middle Department. He 
studied for three years in Europe, at 
Stuttgart Polytechnic, and then became 
a special agent. He ‘was in the New 
Jersey field for the Commercial Union 
when he received his appointment as 
general agent some months ago. 


R. P. Barbour has returned from the 
Adirondacks where he took a 150-mile 
canoe trip. 

~~ + * 


R. W. Forsyth, head of the personnel 
department of the Fidelity and Deposit, 
has tendered his resignation to accept 
the post of assistant secretary with the 
Indemnity Insurance Company of North 
America, where he will have charge of 
the liability and compensation claim 
department, 





Ten evening lessons in life insurance 
salesmanship were recently given by 
Joel T. Taylor, general agent of the 
Provident Life & Trust Co. 
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Fire Insurance Department 















Why Profits Are Not 
Shared With Agents 


COMPANY’S REPLY TO LOCAL 








Difference in Remuneration of Em- 
ployes and Agents Analyzed; 
Salary From One Source 





An agent of one of the largest fire 
insurance companies, having read that 
the Company intended to pay a bonus 
to employes, wrote, and asked: 

“I am curious to learn whether the 
local agent is classed as an employe 
and included in the profit-sharing plan? 
Having been a local agent for thirty 
years or more I would like to know if 
we should not share in the progress of 
the company, or the increase of its 
business. As local agents we are pay- 
ing more for everything we use or buy, 
and where have we had any increase in 
our income?” 

Here is the Company’s answer: 

“There are several essential differ- 
ences between the status of a local ag- 
ent and a salaried employe. The latter 
is dependent—so far as his working ac- 
tivities are concerned—solely upon his 
salary income from the one source. It 
is not based upon production and thus 
determinable by the man himself; he 
is not acquiring an ‘estate,’ so to speak, 
as in the case of a successful agency 
office. He cannot sell his job, or hand 
it on as a valuable interest to his heirs, 
as is frequently the case with an insur- 
ance agency. It is undoubtedly a fact 
that while the rates of commission have 
not been raised in late years, the actual 
incomes of most agents have materially 
increased, due to the larger volume of 
premiums written. If the American ag- 
ency system were conducted under a 
plan whereby a local agent were a 
salaried representative of a single com- 
pany, with full recognition of the fact 
that the business belongs exclusively to 
the Company, there is little question 
that their wages would have been 
raised, as has been the case in practi- 
cally every line of business since the 
world war broke out. It is doubtful if 
rates of commission, i. e., the percent- 
age rates of compensation based en- 
tirely on volume of business secured 
or produced, have been increased in 
any sphere of business operations.” 





INDIANA INSPECTOR 
Alfred E. Duncan Jr., has been chos- 
en inspector for the City of New York 
in Indiana, with headquarters in Indian- 
apolis. 





BISSELL IN EUROPE 
Richard M. Bissell, president of the 
Hartford is in Europe. 


Will Open Office 
in New York City 


LUKIS, STEWART & CO., LTD. 





Old Montreal Firm Extending Its 
Field to Care for Growing 
Business 





Lukis, Stewart & Company, Limited, 
Montreal, is preparing to open a branch 
office in New York. The Company now 
has a branch in London. 

Colonel H. A. Stewart and Noel Buch 
are now in New York making arrange- 
ments and at present have their head- 
quarters in the Royal Bank Building, 68 
William Street. P. L. Lukis is ex- 
pected to arrive in New York from Lon- 
don this week. 

This Montreal company has been in 
the insurance business for 20 years and 
has one of the principal offices there, 
handling general lines, fire and casualty. 
Its companies are the Globe & Rutgers, 
Maryland Casualty, Sea and the Marine 
of London. 


HAVANA OFFICES CHANGES 





Those Who Will Have Charge of Vari- 
ous Departments in C. R. Neid- 
linger Agency 





C. R. Neidlinger has re-organized his 
office in Havana, which will hereafter 
be known as the Cuban General Insur- 
ance Agency, Inc. The officers and de- 
partment heads are: 

C. R. Neidlinger, president, New 

R. E. Contreras, Havana, vice-presi- 
dent, in charge of genera! casualty and 
bonding lines. 

A. V. Malaret, Havana, vice-presi- 
dent, in charge of fire and marine. 

Howard R. Butler, Havana, vice- 
president, in charge of workmen’s com- 
pensation. 

Louis M. Farrell, vice-president, in 
charge of the New York office. 

P. S. Malaret, M. /D)., Havana, in 
charge of claims. 

This office has the United States Fire 
and the Continental for fire and ma- 
rine lines and the Maryland Casualty 
for compensation, general casualty and 
bonding. It is the only office in Cuba 
handling all lines of insurance. 


FOREIGN MANAGERS ARRIVE 

George Chappell, Home Office gen- 
eral manager of the Royal, is on a visit 
to the United States branch. He will 
remain here for the managers’ conven- 
tion to be held October 11 at Lenox, 
Mass. Several other foreign managers 
are in New York. General Manager S. 
Savitch, of the Second Russian, Petro- 
grad, arrived last week. 

















NIAGARA 


Fire Insurance Company 


123 William Street, NEW YORK 











[TRE AUTOMOBILE 





INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


$2,000,000 
$11,022,207.23 
$6,966,656.56, 


$4,055,550.67 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Fleaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Personal Effects Floaters, Parcel Post, Tourists’ Baggage. 
Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 
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[surance (0. 


OF NEw HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
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LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Cx 
United British Ins. Co., Ltd. of Lon 

New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of Londos 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6870-6871-6872 
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Japan’s Marvelous 
Insurance Progress 


TREMENDOUS STRIDES MADE 





Now 138 Domestic Companies; Inter- 
esting Figures of Operations 
Given By New York “Sun” 





The New York “Sun” prints this in- 
teresting article about insurance growth 
in Japan, under a Tokio date line: 

In the Occidental world the begin- 
ning of insurance as a commercial 
business dates back hundreds of years, 
to the beginning of the fifteenth cen- 
tury. In Japan the first insurance 
Company—the Tokio—appeared only 
some forty years ago (1879). 

In time various kinds of insurance 
business have sprung up, such as fire, 
life, transport, health, conscript and 
confidence, but even as late as 1895 
life insurance companies of the empire 
were nine in all, with an aggregate 
capital of $1,100,000 ($360,500 paid up), 
and the amount insured $22,275,500. 
In 1906 the companies had increased 
to thirty-two, with an aggregate capi- 
tal of $4,140,000 ($1,364,000 paid up), 
and the amount insured was $140,734,- 
000. 

During the same period the fire in- 
surance companies increased from four 
to eighteen, their aggregate capital be- 
ing from $3,800,000 ($899,954 paid up), 
to $14,350,000 ($3,760,500 paid up), and 
their insured amount being from $21,- 
066,000 to $5,905,000,000. As to the ma- 
rine insurance, only one company was 
added (Japan Marine Insurance Com- 
pany), its capital increasing from $3,- 
350,000 to $4,500,000. 

Compared with the above, the re- 
cent development of the insurance busi- 
ness in Japan has been marvelous. At 
the end of 1916 there were forty for- 
eign insurance companies in Japan 
that is to say, four life insurance com- 
panies, twenty-three fire insurance 
companies and thirteen marine insur- 
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ance companies—with an aggregate of 
$5,000,000 premiums, the number of 
policies reaching 188,265, the total of 
which was $885,683,500. 

Still greater has been the progress 
of home insurance companies. A re- 
cent investigation by the Ministry of 
Agriculture and Commerce shows that 
the number of home insurance com- 
panies at the end of April was 138. 

TORNADO EXPERIENCE 

Tornado writing companies in the 
western field have been having a rather 
bad experience lately with farm silos, 
and some of them have been tightening 
up considerably on that line. Most of 
the companies are refusing to write 
stave silos at all, while the few that ac- 
cept them do so at a greatly increased 
premium. The process which goes on 
in a stave silo during the summer sea- 
son, after it has been emptied of en- 
silage, is much the same as that which 
occurs with an emptied water barrel. 
When the staves dry out under the sum- 
mer heat the stability of the structure 
is seriously impaired and it becomes 
very liable to damage by windstorms. 

Silos of bricks or concrete blocks are 
regarded as much more favorable risks. 
The tops of such silos may be blown off 
but the body of the silo is seldom dam- 
aged and where a few bricks are 
knocked out they can be very readily 
replaced. The silo of solid concrete is 
not regarded quite so favorably. In that 
also there is comparatively little chance 
of damage, but where cracks are caused 
in the concrete they are difficult to re- 
pair and it is necessary practically to 
rebuild the silo. 





NEW BROKERAGE MANAGER 

Chicago, Sept. 13.—Rollin I. Read, for- 
merly state agent for the Sun in Illinois 
and Missouri, has been appointed man- 
ager of the brokerage and service de- 
partment of the Crum & Forster Com- 
pany, with headquarters in Chicago. 
Mr. Read will have binding power in 
all parts of the country, outside of Cook 
County, Il. 
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A Seasonable Suggestion 
TOURIST BAGGAGE INSURANCE 


We believe in having things in season, but Tourist insurance 
with its broad coverage is something that you should 
recommend to your clients to carry by the year. 


SPRINGFIELD 


Fire & Marine Insurance Co. 
SPRINGFIELD, MASSACHUSETTS 











TOTAL ASSETS - 


O. J. PRIOR, President 








INCORPORATED 1868 


* The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


TOTAL LIABILITIES - 
NET SURPLUS - - 


1920 


$1,448,852.62 
~ 847,154.95 
601,697.67 


W. M. CROZER, Secretary 




















ELLISON ANNOUNCEMENT 

William B. Ellison has withdrawn 
from the firm of Ellison, Ellison & 
Fraser, at 165 Broadway, but will con- 
tinue to practice his profession with 
offices in his own building, 251 West 
104th Street—three doors to the east of 
his residence, 900 West End Avenue. 

Z. L.. Hoover, the New York automo- 
bile adjuster and inspector, has removed 
from 15 John Street to 15 Park Row, 
eleventh floor. 





Insurance Co., New Jersey 


ars Head Office, 100 William Street, NEW YORK 

UG Western Dept., Insurance Exchange, CHICAGO 
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its management, 


—-stands today, and every day, with the 
A united service of all its departments, its 
ff reputation, 
i to offer the American Agent an_ unsur- 
i passed opportunity for growth. 


MARINE AND AUTOMOBILE 


its resources, 


COX TO SPEAK IN RICHMOND 

Fred J. Cox, president of the Nationa] 
Association of Insurance Agents; T. 
Alfred Fleming, Supervisor Conserva- 
tion Department, National Board of 
Fire Underwriters; Commissioner Don- 
aldson, Insurance Commissioner of 
Pennsylvania, and Colonel] Joseph But- 
ton, Insurance Commissioner of Vir- 


ginia, will address the Virginia local 
agents on September 22-23. 
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Fair and Unfair Competition 
As Seen by the Mutuals 





By FRANK P. TUCKER, Secretary of New York State Co-operative 
Fire Underwriters’ Association 


No. 1 


At the convention of the National As- 
sociation of Mutual Insurance Companies 
in Boston this week, Frank P. Tucker, 
secretary and manager of the Co-Oper- 
ative Fire Underwriters’ Association of 
New York State, delivered an address on 
fair and unfair competition, which The 
Eastern Underwriter will print in full as 
giving the official viewpoint of the co- 
operatives, the other side having been 
printed so frequently. Mr. Tucker's 
headquarters are in Albany, 

It would seem that no person famil- 
iar with the fundamental principles of 
insurance in its various forms, could 
possibly give thought to the prepara- 
tion of an address with “Fair and Un- 
fair Competition” as its topic, without 
being immediately brought face to face 
with the absurdity of conditions in the 
insurance business such as to warrant 
remarks of the character suggested by 
the title. 

All Insurance Mutual 

The very essence, the quality most 
necessary to the continued existence of 
insurance in any form is mutuality. 
The business is essentially mutual, for 
even as conducted by privately owned 
stock companies, as well as mutua's or 
co-operatives, it could not endure for a 
day except as supported by the great 
armies of policyholders, who “though 
held together only by economic forces, 
are as truly behind the companies as 
though bound by a mutual agreement”. 
It is their money which pays their own 
losses, all expenses and a profit to the 
stockholders. 

Unfair Mutuality 

Thus it is that to speak of “unfair 

competition” in a business of this char- 


acter seems equivalent to attempting 
an address with “unfair mutuality” as 
the subject and since these are imme- 
diately recognized as _ contradictory 
terms, even the suggestion appears 
ridiculous. Thus it may in fact reason- 
ab’y be regarded a question as to there 
really being any proper place for the 
term “unfair” competition. 


Fair Competition—A Striving For Supe- 
riority 

Competition in its true sense should 
be and must be a striving for superior- 
ity, for approbation and patronage as 
a result of an honest service rendered. 
Such a result cannot be reached through 
unfair means, and it thus again follows 
that any real competition must be fair. 

Dishonest Rivalry 

A careful analysis of the question, 
viewed from this point, inclines one to 
the opinion that a striving for success 
or superiority carried to a stage of un- 
fairness, must necessarily and does 
automatically lose its right to be 
classed as competition in any form and 
takes its place under the more appro- 
priate and correct title of “dishonest 
rivalry.” There may be differences in 
opinion on this point and if so, will 
someone kindly inform this convention 
just where honest and real competition 
ends? 

Numerous Competitive Methods 

All things considered, it seems 
doubtful if those responsible for the 
selection of this subject fully realized 
to just what unfathomable depths a 
speaker might be led in a discussion 
of the numerous measures employed in 
what are commonly regarded as com- 
petitive methods. Lack of time a'lowed 





will preclude reference to more than 
two or three. 


Anonymous Literature 


It surely would be ridiculous to dig- 
nify with the title of competition such 
practices as have been indulged in to 
a considerable extent during the past 
few years by some of those interested 
in the privately-owned, profit-making 
stock insurance corporations on the 
one hand and mutual insurance com- 
panies on the other. 

The various anonymous circulars 
freely distributed, republished and re- 
printed by numerous erring stock com- 
pany representatives, have all been of 
about the same order. A majority of 
them appear to have been ignorantly 
copied from what was undoubtedly 
considered as a masterpiece, but pre- 
pared by someone whose praises must 
unfortunately, forever remain unsung. 
because of the shameful neglect of 
some printer to insert the author’s 
name, Printed matter of this charac- 
ter should influence no one and seldom 
does except to excite curiosity and 
prompt an investigation as to the facts. 

This particular piece of literature 
against the “Mutual Insurance Idea” 
in general, was aimed principally at 
Mutual Fire Insurance. It was entitled 
“Sound Business versus The Mutual 
Insurance Idea”’—‘“A Brief Before the 
Court of Common Sense”. It consisted 
of twenty-three pages of printed mat- 
ter well calculated to frighten any in- 
nocent, uninformed and unsuspecting 
property-owner who might waste the 
time required to read it,—not entirely 
because of what it said, but because 
of what was left unsaid, with the ap- 
parent purpose of having its readers 
led to erroneous conclusions through 
imagination, 

This booklet also contained a list 
purporting to give the names of sev: 
eral Mutual Companies that had failed 
or retired, while a few pages under 
the caption—‘What the Courts Say”, 
were doubtless regarded by its author 


as being the real meat of his efforts 
and supporting all the silly claims, 


An Analysis 

When analyzed and with the Facts 
published in columns parallel to those 
containing statements made in the 
booklet, it was found that such of the 
claims as were not wholly false, were 
extremely misleading as used. 

The list of “Retired companies” was 
very faulty, including several still do- 
ing a successful business and others 
which, so far as can be learned, never 
did exist. 

Investigation of the numerous cases 
cited in “What the Courts Say” and 
which were quoted as supporting elev- 
en different points from which it was 
ciaimed mutual insurance should be 
regarded with suspicion, proved them 
to be absurdly insignificant, incorrect, 
ot no importance and except in one or 
two cases, in no way applicable to 
claims made. Their only possihie 
value in the booklet, therefore, was in 
what the mere references did not say, 
leaving the reader to imagine some- 
thing real. 

Without exception the cases when 
examined and understood were all 
such as might be used as convincing 
arguments in a booklet with title re- 
vised to read “Sound Business as ex- 
emplified in the Mutual Insurance 
Idea”. For a concrete example as to 
the truth of this assertion, the follow- 
ing, being the first and the last court 
reference in the booklet, are quoted 
here: — 

The First 

Booklet-——“Surrender and cancella- 
tion of policy in a mutual company 
by assured is not a release from 
liability for losses already  in- 
curred.” “Burmwood vs, Farmers’ 
Union Insurance Company, 60 N. 
W. Rep., 905.” 

The Facts—The citation of this case 
of 1894 does not apply as Burmwood 
had not cancelled his policy, the facts 
being as follows: 


Peter Burmwood was insured for 
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$2,250 for five years from January 3, 
1899. He agreed to pay the company 
$67.60 in twenty assessments, not more 
than four in any one year and not a 
greater proportion than 25 per cent of 
the amount ($16.90) in any one year. 
Provided also that policy could be can- 
celled at any time by paying all assess- 
ments for which he was liable up to 
date of request, and $2.00 cancellation 
fee. 

The Insurance company “brought 
this suit to recover the balance of the 
premium promised by him to be paid 
in consideration of his membership”. 
“On July 9, 1852, Burmwood did sur- 
render his policy and pay a fee of $2 
but at the time there were assess- 
ments due against him, and unpaid, of 
$6.60, which assessments he has never 
paid. The contract of insurance then 
was never cancelled,” 

Needless to say, the Court held him 
liable for the $6.60 that he actually 
owed—not a serious matter. 

The Last 

Not supporting any particular claim, 
but as a “horrible example”, the fol- 
lowing was the last court reference in 
the booklet and the only one in which 
the case is supposed to be explained. 

Booklet—“In November, 1909, the 

Appellate Division of the Supreme 
Court of New York, in the case of 
the Esopus Co-operative Fire 
against H. W. Osborn, held Osborn 
liable for an assessment of $190 
although he had ‘never paid his 
first premium’, and held that he 
was not a member. The policy 
was stamped ‘Void unless _ pre- 
mium is paid within ten days’. 
Osborn decided that he did not 
want the policy and so did not pay, 
supposing that this would relieve 
him from liability. The court held 
that the ten day clause was not 
provided for in the by-laws and 
gave judgment against Osborn.” 

The Facts—This is true, but only to 
the extent that there was a case of 
“Esopus Co-operative Fire Insurance 
Company against W. H. Osborne.” 
The remaining portion is twisted and 
untrue. 

The Esopus Company was a very 
small town assessment company or- 
ganized in 1899, and W. H. Osborne 
Was one of the organizers, a director 
and so remained until 1907. He was 
always insured in the company for 
$4,370. The company did not charge 
premiums in advance except a nom- 
inal policy fee of a few dollars at the 
time policies were issued. Its methoe 
of loss payments was always by assess- 
ment upon members when-.a loss oc- 
curred and funds were needed. 

A loss occurred in February, 1908, 
aggregating $5,037.62, the property of 
three members being destroyed. An 
assessment was made in the ordinary 
way, being somewhat larger than the 
usual, The assessment of Osborne was 
76.47 (not $190 ag stated). Osborne 
was duly notified, just as on former 
occasions, found no fault, but neglected 
to pay, finally refused, was sued and 
defeated, as he should have been. 

The policies Osborne held were is- 
sued, one in August, 1907, and one in 
January, 1908, the latter being issued 
at his request in writing, the former 
a renewal of other insurance. He had 
not paid the initial premiums, but in 
January, less than a month prior to 
fire causing assessment, wrote to the 
Secretary as follows: “I do not think 
I have paid premium on other policy. 
Let me know and I will send check”. 

The Justice Court, the County Court 
and the Appellate Division all decided 
that ae‘director who made the by-laws 
of &@ company and helped to manage it 
for eight years should not forsake his 
associates without cause. 

The statement that Osborne had de- 
cided he did not want the policies is 
contrary to the facts, because in his 
own handwriting he ordered one re- 
newed and expressed his intention of 
keeping the other. 

Osberne apparently decided not to 
pay the assessment, and as an excuse 
claimed that his policies were void be- 


cause he had not paid the small initial 
premiums, 

The County Judge, in his opinion, 
said in effect that Osborne was trying 
to crawl out a pretty sma'l hole and 
could “not be permitted to hold poli- 
cies of insurance which are enforcible 
against the company, under well set- 
tled principles of law, and when called 
upon to pay assessments, claim that 
his own omissions render the policies 
void’”’. 

Conclusion Reached 

The only possible conclusion fo'low- 
ing the analysis, was, that if this book- 
let purporting as it did, to cover the 
shortcomings of Mutual Insurance for 
a period of seventy-five years, really 
contained everything unfavorable that 
its opponents could find in the records 
of so long an experience, no stronger 
endorsement of Mutual Insurance need 
be looked for in this little world of 
change and decay. 

“Where Ignorance is Bliss” 

The familiar saying, “Where ignor- 
ance is bliss, ’tis folly to be wise” may 
safely be applied to one E. H. Denu, 
Bemidja, Minn., to whom credit (7) 
must at least be given for having the 
courage to stand sponsor for state- 
ments, as to the truth of which he 
knew nothing. Mr. Denu_ prepared, 
had published, signed and even copy- 
righted in 1918, an eight page folder 
entitled “Show Me—A Missouri Girl’. 
The first four pages of this extensive- 
ly circulated folder gave some slight 
evidence of having been intended as a 
story, the imaginary point of which 
was that “Jane”, a Missouri girl, wise- 
ly insured her bungalo in an “old line” 
fire insurance company, while “James”, 
her foolish husband, insured with a 
mutual coinpany, 

Running true to form, statements 
made in the story were as of course 
intended, untrue and misleading, while 
the last paragraph left poor James 
“trembling like a leaf with sorrow and 
grief”, fearing he might lose all his 
property through assessments and be- 
come a burden to Jane and the chil- 
dren. 

The last four pages of Mr. Denu’s 
pamphlet consisted of the list of re- 
tired companies and_ so-called “Su- 
preme Court Decisions” borrowed boda- 
ily from the book'et just referred to. 
Assuming, therefore, that our good 
friend was merely some misguided lo- 
cal agent with literary tastes seeking 
applause from the stock company gal- 
leries it is only fair to allow that his 
mistake in blindly following an anon- 
ymous writer, was doubtless due to 
pure unadulterated ignorance as to the 
principles of insurance, rather than to 
a wi'ful desire to misrepresent, This 
is at least the charitable view 

(To be c ontinued) 


Cc. R. “TUTTLE PRESIDENT 

Cc. R. Tuttle, general manager of the 
Western department of the Insurance 
Company of North America, was elect- 
ed president of the Western Union at 
the annual meeting this week at Niag- 
ara Falls. C. A. Ludlum, vice-president 
of the Home, was elected vice-president, 
and E. B. Hatch of Chicago was re- 
elected secretary. 


UTICA MEETING SET 
The Insurance Club of Utica will hold 
a meeting Monday evening, September 
27. 








BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric.-G. Falls- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 
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Agents writing Fire, Tornado, Rent, 
Business. Interruption, Leasehold, 
Profit, Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles 
against Fire, Theft, Collision and Prop- 
erty Damage, find the NATIONAL 
UNION a valuable acquisition. Faith- 
ful service and surprisingly good facil- 


1° = 
2 ee 








“ 

r- 
4 

we 


| ities are accorded as a matter of course. 7 
For enterprising agents it is a good | & 
Company by every test that counts.) & 








< whl < 


GHELCESELEECECET EC CEE CEES 

















FIRE 
RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 


15 William Street 
New York 








New York | 























September 17, 1920 


THE EASTERN UNDERWRITER 


3 





itt TTT 


RVR 


Ee AA 


iil 


Fire Prevention Day 
OCTOBER 9TH 





By proclamation of September 7th, President 
Wilson calls on all of the states to observe 
October 9th as Fire Prevention Day. He 
urges upon the Governors of our States to 
request our citizens to plan “such instructive 
and educational exercises as shall bring be- 
fore the people the serious and unhappy 
effects of present unnecessary fire waste and 
the need of their individual and collective efforts in conserving the nat- 
ural and created resources of America.” 











“AMERICA FORE” 





15,000 of our men, women and children perish by fire and 

no less than $350,000,000 in buildings, foodstuffs and otiner 

created wealth is destroyed by flames in a single year. 
American Agents have a high duty of citizenship to perform in assum- 
ing the leadership in fire prevention in their own communities. By prac- 
tical suggestions, by active co-operation with property owners, by initi- 
ating the enactment of fire-prevention laws where lacking and by 
intelligent assistance in the enforcement of such laws, they can become 
of invaluable public service. 


Make EVERY day a fire prevention day. 


THE CONTINENTAL 


Insurance Company 


Cash Capital—Ten Million Dollars 
HENRY EVANS, President 


HOME OFFICE: 80 MAIDEN LANE, NEW YORK 
DEPARTMENT PACIFIC COAST DEPT. WESTERN DEPARTMENT 








CANADIAN 


' W. E. BALDWIN, Manager C. E. ALLAN, Secretary J. R. WILBUR, Secretary 
17 St. John Street Insurance Exchange Building 332 S. La Salle St. 
MONTREAL SAN FRANCISCO CHICAGO 
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THE HOME 


| INSURANCE COMPANY 


NEW YORK 


. SNOW, President 
Underwriting Capacity Second to None 


FIRE AND MARINE AND ALLIED BRANCHES OF 
| INSURANCE 





— | 
Cash Capital $6,000,000 




















ROSSIA INSURANCE COMPANY 
OF AMERICA 


HARTFORD, CONNECTICUT 


FIRE REASSURANCE COMPANY 
HARTFORD, CONNECTICUT 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 


HARTFORD, CONNECTICUT 


Fire and Marine Reinsurance 


























New York Edison Is 
Behind Underwriters 


BOARD CERTIFICATE REQUIRED 
Some People Creating Adverse Im- 
pression Based on Old Court 
Decision 


Edison Company is 
strongly behind the New York Board of 
Fire Underwriters with respect to its 
inspection of electrical installations 
and equipment Some persons have 
been trying to create the impression 
broadcast that the certificate of the 
Board of Fire Underwriters is not 
necessary. Their contention is based 
on a court action brought in 1908 and 
decided early this year. 

Paul G. Tismer, of 68 Grand Street, 
New York, made application in Jan- 
uary 1908 to the New York Edison Com- 
pany to supply him with electric cur- 
rent, furnishing a certificate of approval 
from the Department of Water Supply, 
Gas & Electricity. The New York Ed- 
ison Company refused to supply current 
on the grounds that no certificate had 
been furnished from the New York 
Board of Fire Underwriters, which cer- 
tificate Tismer refused to furnish and 
brought suit against the Edison Com- 
pany for failure to supply current. 

The Court of Appeals decided in favor 
of the plaintiff, Paul G. Tismer, award- 
ing judgment of $5,480 with costs, in 
Appellate Division and Court of Ap- 
peals. The court is quoted as saying 
in part: 

“By its contract with the plaintiff, it 
(The N. Y. Edison Co.) undertook to 
supply electric current subject to the 
sole condition that the supply should 
not begin ‘until the equipment shall 
have been approved by the constituted 
authorities and by the company.’ The 
plaintiff furnished the certificate of the 
Department of Water Supply, Gas & 
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Electricity. That was the approval of 
‘the constituted authorities.’ The board 
of fire underwriters is not an agency of 
government. It has no authority to im- 
pose commands which householders 
are required to obey. It is nothing but 
a voluntary association of private per- 
sons without official rank or powers. 
Submission is due not to those whom 
custom may point out as competent to 
advise, but to those whom the law has 
designated as empowered to command. 
The constituted authorities having ap- 
proved, al) that was lacking was the 
approval of the company itself.” 

This extract from the Court of Ap- 
peals’ decision does not tell the whole 
story. Immediately following this de- 
cision counsel for the Edison Company 
recommended revision of the company’s 
service contracts so as to require not 
only the certificate of the “constituted 
authorities” but also that of the Board 
of Underwriters This revised contract 
has since been used and the company’s 
attorneys believe they can successfully 
uphold its legality. 

Under date of August 30, the New 
York Board of Fire Underwriters issued 
the following bulletin: 

UNDERWRITERS’ CERTIFICATE 

ESSENTIAL 

As a few contractors have been some- 
what confused from receipt of informa- 
tion giving the impression that the 
New York Board of Fire Underwriters’ 
certificate of approval on Electrical in- 
stallations is no longer necessary, we 
wish to assure you that it continues to 
ve just as essential that our certificate 
of approval be secured by you for the 
protection of your customers’ insurance, 
as it has been in the past. 





JOHN C 

John C. 
Chicago 
of the 
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INGRAM DIES 

Ingram. of Ingram & Lerch 
Western deportment manager 
Great American and the Amer- 
Alliance. died sudden’y on the golf 
links of the Flossmoore Country Club 
September 9. : 


Charles Ethridge’s Prize 
Hard Luck Story 


LOST FOR HOU RS “IN DARKNESS 


Held Up By Wreck; Carrying Heavy 
Grip in Thunder Storm on 
Country Road 


For a prize hard luck story 
submitted: 


this is 


Charles Ethridge, of the automobile 
department of the Bankers & Shippers, 
with three friends of his left his real 
estate office in Bantam, Conn., for New 

York on a Sunday at 5 ‘lock in the 
afternoon en-route to on York. Twenty 
have ever 


:30 o'< 


miles out, in a place few 
heard of, the train was flagged by a 
freight wreck. After waiting five hours 
for a rescue party, he learned that there 
had a derailment five miles up 
the line. Nothing to do but telephone 
to Bantam for a jitney. 


been 


By the time this deal was consum- 
mated it was 11:15 o’clock at night and 
Mr. Ethridge suggested that they seize 
their baggage and walk up the road to 
meet the flivver. They walkedand walked 
and walked, carrying four heavy grips. 


It was pitch dark. It rained so hard 
the matches got wet and they couldn’t 
see the signboards.° It got to be quarter 
past twelve, and quarter past one, and 
quarter past two. Not a house in sight, 
and nobody dared to set his grips down 
because of the fear of not finding them 
again in the dark. 

At 2:30 A. M., just as the crowd was 
ready to lie down on the wet grass and 
capitulate, along came an automobile 
and at 4 o’clock P. M. they were back 
in Bantam where they started from— 
forty miles in eleven hours. 





GARAGE RATES MADE 

Rule 83 of the Automobile Manual 
requires storage garages to be submit- 
ted for special rating, regardless of 
size of payroll. The Insurance Depart- 
ment of the State of Washington does 
not permit risks of that state to be spe- 
cial rated. The Automobile Committee 
of the Bureau has therefore approved 
a classification and rates for use in 
that State. The rates are to be used 
only when investigation shows that the 
storage garage does not regularly and 
frequently engage in calling for and de- 
livery of cars, in which event the regu- 
lar garage rates should be charged. 
Electric storage garages shall also be 
written at the regular garage or sales 
agency rates. The rates have been 
forwarded to the Washington depart- 
ment for approval. 


NEW, YORK: STATE DEPARTMENT. 
SUPERIOR FIRE INSURANCE CO; OF PITTSBURGH, PA, 
ALLEMAWNIA FIRE INSURANCE CO/OF PITTSBURGH, PA. 
CAPITAL FIRE INSURANCE CO, OF CONCORD,N. H, 


GEORGIA HOME INSURANCEICO; OF COLUMBUS, GA, 
WEE co) OF PITTSBURGH, PA. 











| CENTRAL FIRE OFFICE, Inc., | 
FIRE---STRIKE---CIVIL COMMOTION---RIOT---SPRINKLER LEAKAGE--AUTOMOBILE | 


UNDERWRITING 
AGENCY | 


Risks accepted throughout UNITED STATES—CANADA—PORTO RICO—CUBA | 


American Equitable Assurance Co., of New York 
Knickerbocker Insurance Co., of New York 


Brooklyn Branch 
151-153 Montague St. 











General Agents for Metropolitan District 
Millers National Insurance Co., Chicago, III. 
Importers & Exporters Insurance Co., of New York 
Colonial Assurance Co., of New York 
Merchants Underwriters, of New York 
Miilers Mutual Fire Insurance Association of Alton, Ill. 





General Agents for Above Territory 





Brooklyn and Long Island City Agents 
London & Scottish Assurance Co., London, Eng. 
Underwriters at American Lloyds 


Manufacturers Insurance Co., of America 
Great Lakes Insurance Co., 


Chicago 





New Jersey Branch Head Office Chicago Branch | 
34 Clinton St. 80 Maiden Lane Insurance Exchange 
Newark, New Jersey New York City Bldg. 
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Property Damage. 


A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY OLD 





NEW YORK 
UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 


Head Office: 100 WILLIAM ST., NEW YORK 





General Agents 
85-87 John St., 
New York 


Cuba. 





OHIO MILLERS 
CANTON—OHIO 


MILL OWNERS 
DES MOINES, IOWA 


LIBERTY UNDERWRITERS 


Special Facilities to Brokers and Agents—Immediate Binders Covering 
Acceptable Risks Located Any Place in the U. S., Canada, Mexico and 


OF 





OF 





OF 
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Busy Insurance Office Occupies Site 
Of Alexander Hamilton’s Old Home 


Agencies; List of Companies Represented; Members of Firm 
Grew Up in Insurance District. 


There is an old saw in America, 
true today as ever; that a business and 
a newspaper cannot stand still. It is a 
case of going ahead or going back. 
This axiom is particular’y true of Will- 
iam Street where competition being 
keen, men with youthful spirit, progres- 
sive ideas and sound, intelligent busi- 
ness sense advance to the fore, while 
cthers gradually fall behind in the race. 
It is the business of a newspaper to 
keep an eye on and to chronicle the 
achievements of those who are forging 
to the front because that’s the type or 
office in which the readers are most 
interested. 

One of these rapidly growing offices 
—and a popular one on the street—is 
that of Darby, Hooper & McDaniel who 
recently attracted considerable atten- 
tion in real estate circles by moving 
into a building which occupies a site 
where some of the great historic con- 
ferences of America took p'ace-—the 
old home of Alexander Hamilton, the 
great constructive financial figure of 
the early days of the American Repub- 
lic, and chief adviser of George Wash- 
ington. In fact, it was once Washing- 
ton’s headquarters. 

This building is at 122 William Street 
and Darby, Hooper & McDaniel now 
have 8,200 square feet of space there, 
and a force of about sixty-five persons. 

The success of this agency—and 
some others on the _ street—indicate 
that the way to succeed in New York 
City as an agent is to grow up in the 
insurance district. which all the mem- 
bers of this firm have done. 

There is no short cut to success as 
a New York City local. On the base 
of a thorough knowledge of the tech- 
nique of underwriting, such as informa- 
tion about forms, clauses, rates, it is 
necessary to know the ways of the 
street and the people of the street; the 
personality of the underwriters, of the 


pacers, of the brokers; the history of 
the town. These men must be in con- 
stant and perfect touch with the finan- 
cial and real estate columns of the 
daily papers so as to understand the 














FORMER ALEXANDER 


HOME OF 
HAMILTON AT 122 WILLIAM ST. 


significant bearing on insurance of 
every development. Unless an agent 
in the metropolitan district is an all- 
around man, with a considerable sweep 
of knowledge, he can’t make much 
progress. 

Messrs. Darby, Hooper and McDaniel 


had had their experience South of the 
Brooklyn Bridge in the greatest insur- 
ance and financial mart on this hemis- 
phere. D. M. Darby, though only in 
middle age—will soon enter his thirty- 
fifth year in the insurance district. He 
began with the Norwich Union in 1886 
being in the loss and city departments 
of that company. In 1892 he went with 
the Home in the city department and 
at the counter, In 1901 he joined the 
Caledonian’s forces and became city 
secretary. He entered the local agency 


business as partner of Mr. McDaniel 
in 1912. 
Clarence McDaniel had also been 


with the Home. In fact, he started 
with that Company in 1898 and was in 
its city department when he decided 
to become a local agent. Mr. Hooper 
who joined the firm in 1915 brought 
with him the agency of the Insurance 
Company of North America. The firm 
had been doing well before, but with 
the prestige of the agency of the In- 
surance Company of North America its 
progress became very rapid. 


George G. Hooper began his insur- 
ance career with the Liverpool & Lon- 
don & Globe in 1882; and in 1891 went 
with the metropolitan department of 
the Insurance Company of North Amer- 
ica, then under the management of 
Benoni Lockwood. Upon Mr. Lock- 
wood's death the agency was trans- 
ferred to John M. Talbott & Co., Mr. 
Hooper going along with it and becom- 
ing a member of the firm. 

Darby, Hooper & McDaniel represent 
for fire the Insurance Company of 
North America Alliance, Century, 
Caledonian-America. London & Provin- 
cia’ Marine & General, and Caledonian 
Insurance Company, D. M. Darby, sec- 
retary. They represent the Insurance 
Company of North America for automo- 
bile. 

For sometime Darby, Hooper & Mc- 
Daniel had their offices at 59 John 
Street, but larger space being needed, 
they obtained a lease at 122 William 
Street, moving there early this summer. 

When it was announced in the real 
estate column that the old Alexander 
Hamilton home was to be torn down for 
a new building which is now the home 
of Darby, Hooper & McDaniel, the New 
York “Sun” printed a story under the 
heading “City’s Oldest House to Go,” 


the first two paragraphs of which read 
as follows: 
“The noonday crowds on Wil'iam 
Street never think to look particularly 
at the dingy old building of blackened 
brick which stands, crammed just now 
with new and second-hand furniture, on 
the east side of the street between Ful- 
ton Street and John. They do not 
crane up at the dormer windows which 
top it as the two ears top a frightened 
rabbit. to wonder what faces once 
looked out of them. When, in a month 
or two, the noonday crowds are bot- 
ered by the tearing down of this old, 
blackened place, they may not feel a 
sadness that the city’s oldest house is 
being wrecked—the house where Alex- 
ander Hamilton lived and where George 
Washington had headquarters at the 
time of Golden Hi'l—nor be startled 
with the sense of many memories 
turned of a sudden out of doors, and 
august presences on every hand. 
“Violence was done here once before. 
when the old home was an inn, and the 
British soldiers, who had been making 
merry there and were starting for 
their billets, encountered some Amer- 
icans just outside the door. The first 
blood of the Revolution, it is said, was 
shed that night in narrow William 
Street, which then was not William St 
at all, but Horse and Cart Lane. The 
three stories of small-paned windows 
and the fourth floor of dormers looked 
down that night to see the Revolution 
start. They have 'ooked down on oth 
er things for many years since then 
But William Street is not so gay a 
place, nor yet so leisurely, as was 
Horse and Cart Lane, and perhaps the 
old-time windows will be glad of rest.” 


STATEMENT BY HENRY EVANS 

Henry Evans made this statement on 
Friday of last week: 

“Following the resignation of F. W. 
Koeckert as Senior Vice-President of 
the American Eagle, Continental and 
Fidelity-Phenix Fire Insurance Com- 
panies, President Henry Evans does not 
intend to fill this office in the near 
future, but will probably rearrange his 
organization plan so as to provide for 
each company to be conducted by 
strong lieutenants working co-operative- 
ly and in competition with one another 
and responsible directly to Mr. Evans.” 








15 John St., N. Y. 
Courtland 1429 





Think of the laborious task of mentally figuring the unearned premiums on 100,000 items of a re- 
insurance schedule, compared to the Barrett System of machine figuring. We often wonder why 
some companies think they are saving money by doing this work themselves. We complete the job; 
checking registers, figuring net retention, and unearned premiums, preparing schedule and recapit- 
ulation for final settlement. 
Our policy writing department checks rates, on applications, figures, and types policies, forms at a 
nominal cost. 
We install figuring systems and supply trained operators. 
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Solicits Agents 
Following Ruling 


JERSEY RESIDENT AGENT STIR 





Fireman’s Special Agent Offers Repre- 
sentation to Agents ef Non-New 
Jersey Companies 





The New Jersey Insurance Depart- 
ment’s attempts to cut down the num- 
ber of agents in the state by barring an 
army of part-timers unless they rep- 
resent Jersey companies is causing a 
stir, and has already resulted in a num- 
ber of resignations of agencies, particu- 
larly in small towns. The situation 
was given an interesting twist this 
week by the direct solicitation by 
James G. Hardie, special agent of the 
Fireman's, of a number of these ag- 
encies. 

A copy of one of these letters—sent 
to Ulysses G. Hillman, of Woodstown, 
N. J., has been handed The Eastern 


Underwriter. Mr. Hardie’s headquar- 
ters are in Philadelphia, and the letter 
follows: 


Dear Sir: The Resident Agent’s Law 
of the State of New Jersey is being in- 
terpreted by the Insurance Commission- 
er to mean that any agent of any com- 
pany other than one organized in the 
State must derive his principal source 
of income from the insurance business. 

This will mean that if you write in- 
surance for any company other than 
a New Jersey company, you will not be 
re-licensed, unless your principal in- 
come is derived from commissions on 
fire insurance within the State. 

The Fireman’s Insurance Company 
being a New Jersey corporation can 
designate you as an agent and will 
consider the proposition of doing so, 
if you write your own policies and do 
enough business to warrant this ap- 
pointment. 

If you will address me at 502 Walnut 
Street, Philadelphia, advising when you 
can call on me there, or, when I can 
call and see you, I will be pleased to 
go into further details. 

Awaiting your advices in the matter, 
I remain, 

JAS. G. HARDIE, Special Agent. 


TWO NEW GERMAN COMPANIES 

The Spanish-German Insurance Com- 
pany has been formed in Berlin with 
the co-operation of the Compania Ano- 
nima de Seguros of Bilbao and with a 
share capital of 3,000,000 marks. The 
object is to carry on transport insur- 
ance and re-insurance both in Germany 
and in other countries. The second 
company carries the name of Rhein 
und Mosel, Allgemeine Versicherungs 
A-G., (Berlin) and has been formed 
under the auspices of the Mannheimer 
Insurance Company, the Continental 
Insurance Company, the Rheinische 
Creditbank, the Pfalzische Bank of 
Ludwigshafen, and the Mannheimer 
Bank. The capital is to be 8,000,000 
marks, and every type of insurance 
business is to be carried on. 

The Union Reserve Insurance Com- 
pany is now located at 347 Madison 
Avenue. 





eee 
BROKER 


W. B. BEATTIE 


1 King William Street 
LONDON, E.C. 4 


excess covers (Fire and Contingency 
contracts) placed with best offices 
and Underwriters. 





Correspondence invited. 
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cwuincomme” "| ROYAL Exchange Assurance 


by automobile for the Pacific Coast and 
it is understood he will return about LONDON, ENGLAND 


ers. United States Branch EVERARD C. STOKES 


























His Career 
Mr. Rowe, who was born in Michigan, sage , . 
was educated in public schools and in 92 William Street, New York United States Manager 
Little Rock University. After taking a = = 





course in a business college he entered 
the insurance business, and got his first 
experience in liability insurance under 

the late George M. Endicott, later be- H ° K R A M E R 

coming auditor and superintendent of ADJUSTER * 
agencies of the United States branch of FOR INSURANCE COMPANIES 

the Employers’ Liability. In 1902 he 59 Maiden Lane New York Cit 

was appointed assistant secretary of . ° e or of 

the liability department of the Aetna 

Life, being promoted to the position of AND 








secretary February 14, 1905, and vice- 

president in September, 1911. In addi- COMP 

tion to that position Mr. Rowe was THE HANOVER 

elected secretary of the Aetna Accident 


& Liability in 1908, and vice-president FIRE INSURANCE COMPANY 


in 1917. Later, the name of that Com- 


pany was changed to the Aetna Cas- Continuously in business since 1852. Fire and Automobile 











ualty & —: ‘ 1917 he * nil elected The real strength of an insurance com- a 
vice-president of the Automobile Insur- pany is in the conservatism of its man- | S li 
ance Company. In March 1919 he re- Dp es = eS — hsurance pecia ists 
: : . i La SO 1A! > s an absolute ass ce oO 
signed to enter the marine insurance the security of its policy. 
business, the Maritime Underwriting > emene wan 

ranr » om » wae seide’ , R FIELD, President 
ABE BOF Inc., o which he was preside nt FRED. A. HUBBARD, Vice-President . 
representing a number of powerful ma- CHARLES W. HIGLEY, Vice-President Lines Bound Anywhere 
rine companies. He was elected also S. JARVIS, Secretary - 
a director and vice-president of the WILLIAM MORRISON, Asst. Sec’y in New York State 
Bankers & Shippers. HOME OFFICE 

- mee ts aa oe e 
APPOINTS H. G. SPAULDING Hanover Bldg., 34 Pine St. 45 JOHN STREET 

Harry G. Spaulding, special agent for NEW YORK New York City. N. Y. 
the Great American for Maryland, Vir- HOWIE & CAIN, Inc., Gen. Agents x oe 
ginia, Delaware and the District of Metropolitan District Telephone 5784 John 
Columbia, has been appointed superin- 95 WILLIAM STREET, NEW YORK 








tendent of agencies for that company in 








the Southeastern territory. Mr. Spaul- 
ing is a native of Georgia and received =e 


his early training in an Atlanta agency. 
Prior to coming with the Great Amer- SCHAEFER & SHEVLIN 


ican two and a half years ago, he was 








special agent for the Insurance Com- 100 William Street GENERAL AGENT 
pany of the State of Pennsylvania. , we Tm ©. &, 
At the regular quarterly meeting of FIRE and AUTOMOBILE INSURANCE 
the board of directors of the Maryland Excellent Facilities for Handling Suburban Business Phones John 1167, 1168 
’ 





Casualty Co. the regular quarterly divi- 
dend of $1.25 per share was declared, = 
payable September 28 to stockholders 
on record Sept. 17. ES W 

Douglas Gorman, of the Cumberland NEW _— Mh thet ng 


Coal Co., was elected a director to fill 
a vacancy on the board. NEWARE AND SUBURBAN NEW JERSEY TERRITORY 








LOTT TO TALK SERVICE YORK 








nitiorpite ata schapale 40 CLINTON STREET FIRST 
NTON 8 | RS | 80 MAIDEN LANE 


President Everett T. Tanner, of the Phone Market 6536 Boman John 4560 


Fire Undérwriters’ Association of the 
Northwest, has announced the pro- 
gram for its 51st annual convention, to 
be held in Chicago, October 6 and 7. 

Edson S§S. Lott, president United New Jersey | 
States Casualty, will deliver the annual nsurance 0. 
address and other papers follow: 

“Aircraft Insurance,” Charles’ H. = = <= 
Coates, Chicago, manager Western de- Capital: ~ Head Office: 
partment National Liberty; “Schedule One Million Dollars 40 Clinton St a N. J 

at ’ . . 


Method for Automobile Classification,” 

















A. R. Small, Chicago, vice-president UD cis Siecas ox ctu codes 6 ; 
Underwriters’ Laboratories; “Looking Vice-President ...... 6.606 vi ake cael a WMD F. BIRCH 
Through Field Glasses,” James A. Baw- Vice-President ................... FRANKI IN Ww FORT 
den, Indianapolis, Ind., state agent a kt tos F L. BROKAW 
American of Newark; “The Challenge jor RRR = — 
of the Hour to the Spirit of America,” DEPT.: Insurance Exchange Bldg., Chica I 
) ! = go, Ill., H. H. INGAL 
s J. Duncan-Clark, Chicago “Evening PACIFIC rtatananted ee 140 Sansome St., San Francisco, SEELEY and oO. ae 
0st.” | ; 
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LOGUE BROS. . & Co., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 
307 FOURTH AVENUE PITTSBURGH, PA. 
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Increase Insurance 
of Essex County 


CALL FOR $7,656,800 SCHEDULE 


Thomas C. Moffatt and Henry C. Rom- 
mel Expert Advisers of Insurance 
Fund Commission 


The Essex County (New Jersey) In- 
surance Fund Commission has complet- 
ed a readjustment of valuations on 
county institutions that has been under 
way since eary in the summer. The 
new schedules call for additional in- 
surance aggregating $3,288 400. Added 
to the $4,368,400 worth of policies now 
extant, this would bring the total of 
insurance carried by the county to $7,- 
656,800. 

The members of the Insurance Fund 
Commission have been advised in mak- 
ing their readjustment of valuations by 
Thomas C. Moffatt and Henry C, Rom- 
mel. Some of their valuations are 
based on appraisals of buildings made 
by Jordan Green, architect. 

The proposed new insurance total 
represents what the commissioners 
estimate to be eighty per cent of the 
destructible value of The various 
county buildings and their contents. 
Higher revaluations based on _ in- 
creased replacement costs, are respon- 
sible for the greater part of the addi- 
tional amount, though some of it would 
cover buildings which have not pre- 
viously been insured. 

The figures quoted do not cover the 
buildings now under construction at 
the Essex Mountain Sanatorium and 
Overbrook Hospital. When these are 
completed, another $1,500,000 worth of 
insurance probably’ will be found 
necessary. 

Put $2,000,000 on Court House 

Nearly half of the additional insur- 
ance the commissioners propose to 
place on the court house alone. This 
building is now insured for $400,000, 
with another $100,000 on its contents. 
The commissioners now intend to cover 
the building to the extent of $2,000,000 
and leave the insurance on the contents 
as at present. 

On only one of the county institutions 
is it proposed to leave the insurance 
total unchanged. That is the fail, 
which is insured for $216,000. 

The distribution of the present insur- 
anc@&s as follows: 


Overbrook Hospital.......... $2,558,500 
POUNENEN seca decascaussaee 441,100 
CN: MDS 6.5 os vedo winacews 500,000 
Court House Annex.......... 25,300 
Essex Mountain Sanatorium.. 35,000 
Pe TROON inte vin saves. enw 540,500 
RR Ree) 216,000 
House of Detention.......... 52,000 

PE cdueaicbaewenecabees $4,368,400 


The distribution of the additional in- 
surance would be: » 


Overbrook Hospital........... $1,437,500 
a ree 105,400 
SO ND na div tre tbe ace enwe 1,600,000 
Court House Annex..,........ 12,000 
Essex Mountain Sanatorium. . 17,500 
co re ee 90,500 
House of Detention.......... 25,500 

BE 6.066 168<Geaies essen ee $3,288,400 


‘In adding $1,600,000 to the insurance 
on the court house, it was stated, the 
commissioners would change the form 
of the insurance, incorporating the co- 
insurance clause which has now been 
written into the policies on all other 
county buildings. The lowered rate re- 
sulting from this and in consideration 
of the larger amount of the policy 
would make the additional insurance 
cost but $1,100 more to carry for three 
years than the insurance now carried 
on the building costs, Mr. Moffatt told 
the commissioners. 
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Inspectors Wanted— Young men for company inspec- 
tions of improved risks; should have some experience 
in rating or inspection work; excellent opportunity for 
advancement. State fully in first letter education, ex- 
perience, and salary expected. Address Box 80, c/o The 











CARL SCHREINER HERE 


Former United States Manager of Mu- 
nich Re-Insurance Not Being 
Interviewed 


Carl Schreiner, former manager of 
the United States Branch of the Mu- 
nich Re-Insurance Company, has arrived 
in this country and is at an uptown 
hotel in New York City. When seen by 
a reporter for The Eastern Underwrit- 
er he said he had no statement of any 
kind to give to the press. 

Mr. Schreiner was the leading re- 
insurance man of the world on August 
1, 1914. A few years later his interests 
in England, where his premium volume 
was said to be $25,000,000 a year, and 
his American business, were wiped out. 
He took his experience philosophically 
and never uttered a word of protest. 
His general attitude was “it’s all in a 
life time.” After America’s entry into 
the war there were various reports that 
he would be interned, but while fol- 
lowed by secret service men, he attend- 
ed stoutly to his personal affairs and 
was permitted to live at the Waldorf 
Astoria. : 





CLEON KROUSE DEAD 


Son of Well-Known Philadelphia Insur- 
ance Agent; Drank Poisoned 
Water in War 


Cleon Krouse, son of Clarence Krouse, 
one of the best known insurance men 
in Philadelphia, died in the Pennsyl- 
vania Hospital, Philadelphia, last week 
after being rushed from Stone Harbor 
on a train in an effort to save his life. 

The death was directly traced to 
water he drank four years ago from 
wells in France poisoned by the Ger- 
man army. Cleon Krouse and his 
brother William were in the French 
ambulance service. Later Cleon enlist- 
ed in the Royal British Flying Corps 
and bombed German cities on nine dif- 


ferent occasions. When he returned 
home it was found he was suffering 
from diabetes. He underwent treat- 


ment for months. Despite his illness, 
which he never considered serious, he 
engaged in exhibition flights in this 
country and had narrow escapes from 
death. On July 4 he was injured in an 
accident, but recovered. His father, in 
addition to his insurance activities, is 
mayor of Stone Harbor. 





Johnson & Higgins To 
Have Ohio Hearing 





WROTE PROPERTY FOR 75 CENTS 


Ohio Inspection Bureau Rate $3 Per 
$100 Per Annum; Contention of 
Brokers 





Columbus, O., Sept, 15.—In an elab- 
orate decision covering the entire pro- 
cedure of the Ohio insurance depart- 
ment under Superintendent W. L. Tom- 
linson in the revocation of 
Johnson & Higgins, Chicago brokers, 
Superintendent Robert T. Crew set 
aside and vacated the order of revoca- 
tion, last week, and cited the firm to 
appear before him, with all papers and 
documents bearing on the case, for a 
hearing on its merits, set for Septem- 
ber 22, to show cause why their license 
should not be revoked. 

The decision enters fully into the 
correspondence between former Super- 
intendent Tomlinson and Johnson & 
Higgins; recites futile efforts of Mr. 
‘Tomlinson to get information from and 
action on the part of the firm, and re- 
peatedly emphasizes the fact that the 
former sup-rintendent did everything 
possible to obtain an effective response 
from the brokers, except to give them 
formal notice of a hearing at a speci- 
fied date. He did, however, wait the 
full 30 days required by law before 
taking action in the revocation of. li- 
cense, 


license of 


In this connection it is interesting to 
note that Mr. Tomlinson asked for the 
information desired “by mail’; but 
Jchnson & Higgins wrote that it would 
be difficu.t to solve the questions in- 
volved by correspondence, and that 
Western Manager Hall would go to 
Columbus and present the company’s 
side of the case in person. He did not 
arrive, however, and after several let- 
ters of inquiry, the superintendent fin 
ally was informed that Mr. Hall had 
changed his mind about appearing. 

The Rate 

The testimony dealing with the rate 
on which the binders were issued is 
interesting. The brokers agreed to 
write the Upson-Walton company's 
properties at 75 cents. Manager T. B. 
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Sellers. of the Ohio Inspection Bureau, 
testified that the rate should be not less 
than $3 per $100 per annum. 

In this connection, an 
point developed at the hearing held 
two weeks ago on the appeal. Mr. 
Hall repeatedly testified that the rea- 
son the brokers had not answered the 
department's letters was because they 
“thought Manager Sellers, of the In- 
spection bureau, was acting as an in- 
termediary, and they looked to him for 
a solution of the difficulty.” 

Superintendent Crew's decision is 
wholly on the adequacy of the depart- 
ment’s proceedings antecedent to the 
revocation of the license. He did not 
enter in the s‘ightest degree into the 
truth or falsity of the allegations on 
which the revocation was based. Now 
the case must come up on its merits. 

His letter of notification is specific: 
There is no loophole for any misunder- 
standing as to scope or purpose of the 
hearing. The letter, after notifying 
Johnson & Higgins of the action of an 
nulment taken and directing their at- 
tention to copy of decision enclosed, 
proceeds as follows: 

“This is further to notify your firm 
that certain insurance transactions as 
had by your firm in connection with 
the Upson-Walton property, are in 
question before the Department. The 
Upson-Walton transaction referred to 
above is the particular transaction, or 
transactions, that were involved, direct- 
ly or indirect'y, in the matter just de- 
cided by me. * * * 

“In these transactions in question 
your firm is suspected of having violat- 
ed the insurance laws of Ohio, particu- 
larly those relating to the ,Anti-Rebat- 
ing, Anti-Discriminatory and the Resi- 
dent Agent statutes, Your firm is 
therefore notified to be present at the 
hearing in this matter, which is set 
for Wednesday at 9 a. m., September 
22, 1920. at the Department of Insur- 
ance, Columbus, Ohio, and show cause 
why your license should not be revoked 
It is imperative that Mr. Hall, of your 
organization, be present and such oth- 
er officials as you may see fit to send 
Your firm is instructed further to be 
prepared to submit all papers which 
it may have that pertain to the transac 
tion in question,” 


interesting 


PETERSON SUCCEEDS RICE 





Gobe & Rutgers Automobile Man Ad- 
vanced Fo lowing Appointment 
By Evans Companies 

G. A. Peterson will succeed R. J. 
Rice, Jr.. as underwriting manager in 
the automobile department of the Globe 
& Rutgers, Mr. Rice has been chosen 
:utomobile department manager for 
the American Eagle, Continental and 
Fidelity-Phenix, beginning September 





Mr. Peterson has had ten years’ ex- 
perience in automobile insurance. He 
is now with the Globe & Rutgers and 
before his connection there was with the 
Norwich Union and the Aetna. 

Mr. Rice is a specialist in automobile 
insurance, Since he began his insur- 
ance work in Hartford, nearly fifteen 
years ago, he has devoted all his time 
to this line. After being with the Auto- 
mobile of Hartford and its affiliated 
Aetna companies for ten years, he took 
his present position with the G'obe & 
Rutgers as automobile underwriting 
manager. While in Hartford he became 
assistant to H, R. Clough, then secre- 
tary of the automobile department of 
the Aetna group of companies. 

Both men possess qualities that are 
certain to be of much value to them in 
the new positions they are soon to fill. 


William Reed, manager of the Mutual 
Fire Prevention Bureau of Oxford, 
Mich., which does all of the sprinkler 
inspection and device testing work for 
a large number of flour mill and ele 
vator mutuals, has resigned to become 
secretary of the Ohio Millers Mutual, 
Canton, O. F. F. Burroughs, electricat 
engineer for the bureau, also will go 
with Mr. Reed to the Ohio company. 
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. 1 ISTRENGTH INTEGRITY SERVICE 
= = Jj. H. VRFELAND 


“Go ye up into the Land of the Giants 
and build for yourselves there a place.” 

I think if I ever experience what the 
early and pious New Englander felt was 
a call to preach, I will hot foot it into 
the nearest available pulpit and divest 
my mind of a red hot sermon based on 
the above text. 

At least that is the way I felt after 
listening to some remarks made to me 
by F. H. Kingsbury, secretary of the 
Globe Indemnity Company of New York. 

Mr. Kingsbury is a modest and re- 
served gentleman who realizes that to 
listen is often better than to try and do 
all the talking yourself, but like most 
quiet and observing persons when he 
has something to say he says it in a 
way there’s no mistaking. 

He was telling me about an insur- 
ance agent who for a space of several 
days went loco, as they say out in 
Montana, and didn’t “come to” until he 
had done himself and his clients a lot 
of real damage 

“You know how hard it is,” said Mr. 
Kingsbury, “for certain men to stand up 
under the gaff of competition, or what 
they often erroneously think is compe- 
tition, because they haven't given any 
real thought to the subject. 

“This agent I’m referring to had been 
slammed around a bit by an active reci- 
procal that was offering the usual lower- 
rate bait and an alleged higher form of 
service on automobile insurance. 

“The agent felt as though the ground, 
so to speak, was slipping away from 
him, when, as a matter of fact, the 
ground was solid enough; the trouble 
really being with his feet, which was 
where the real slipping was actually 
going on. 

“In fact, he slipped so far that he 
fell—fell for a reciprocal scheme that 
offered him a per car commission of 
seven dollars ‘and a half on a thirty- 
dollar premium which, under an Honest 
to God manual rating, ought to have cost 
the car e@wner nearer a hundred and 
worth the price from a service and 
sound financial standpoint. 

“Of course, no sane man expects to 
get a real hundred-dollar insurance 
service for thirty odd dollars, but, un- 
fortunately, all car owners are not filled 
with wisdom or understanding. 

“Not only did this agent allow him- 
self to slip, but the Attorney in Fact, 
being a clever performer, at last pre- 
vailed upon him (mind you, the agent 
was a representative of a regular old 
line, dyed-in-the-wool, reliable company 
of long standing) to circularize his list 
of actual and prospective clients with 
this old gold brick Something for Noth- 
ing stuff. 

“Of course, the home office officials 
finally learned about the deal and it 
then became the bounden duty of some- 
one to quietly and courteously, but none 
the less punchfully, explain to that 
agent just what a boob play he was 
actually pulling on his clients, and thus, 
in the long run, on himself.” 

But what gets me is that in a land 
of free schools an agent can today be 
found who loses his nerve to this ex- 
tent, just because some cut-price, slash 
service, here-today-and-gone-tomorrow 
outfit sets up a low price shout. 

It’s things like that which make me 
want to do a bit of preaching on the 
Land of the Giants text, for when a 
salesman of any thing or any service, 
really believes in his house or company, 
and stands up in his boots and sternly 
proclaims, “Here it is and it’s worth the 
price asked,” nearly everybody worth 
selling, and even a few who are not, 
will want to come across and feel 


mighty glad they hadn’t cheated them- 
selves by listening to a “just as good” 
story. 

To be successful, even in these times 
of peace, one has to be a Fighter b’gad, 
and the chaps that last the longest are 
those who never under any circum- 
stances let the chills of winter get into 
their feet. 

Let us then go up into the Land of 
the Giants and build for ourselves there 
a place—an impregnable place—that 
rests secure on the rock of Fair Prices 
and Long Service and Friendliness, for 
it is only the Real and the Sincere and 
the Worth While things in business and 
in life, that last. 


H.. 


CINCINNATI “BOTTOMS” RATES 





Complaints of District Subject To An- 
nua! Floods Sent To Insurance 
Department; Hearing 





Columbus, O., Sept. 16.—Superinten- 
dent of Insurance Robert T. Crew has 
cited Manager T, B. Sellers. of the 
Ohio Inspection Bureau, to appear be- 
fore him, with all rates, schedules and 
other documents having a bearing, for 
a hearing, September 29, on the fair- 
ness of certain fire insurance rates in 
the Cincinnati “bottoms,” a district 
along the river subjected to annual 
flood. The hearing is called on com- 
plaint of a number of mercantile in- 
terests that rates imposed on them are 
too high, and out of proportion to rates 
charged on other properties in the 
same district. 

The hearing is, in brief, on complaint 
of vio'ation of the anti-discriminatory 
law with respect to the particular 
rates complained of. 

Most of the buildings in the Cincin- 
nati flood district are very old, and 
walls and foundations have been weak- 
ened by their successive immersions 
through scores of years; often twice a 
year. Rentals are low, on account of 
yearly submersion, and owners will 
not make repairs except under com- 
pulsion. Structura! conditions there- 
fore are generally bad, and in many 
cases very bad. Some of the blocks 
under consideration are in such bad 
shape that Capt. J. J. Conway, super- 
intendent of the Cincinnati Underwrit- 
ers’ Salvage Corps, has often been 
quoted as saying that if a bui'ding were 
to burn out of the middle of some of 
the blocks, the rest of the buildings 
would collapse. 


NEW DEPARTMENTAL ADVISER 

Charles W. Spicer, Cincinnati attor- 
ney, has been appointed warden (legal 
advisor) to the Ohio insurance depart- 
ment, succeeding Frank A. Hunter, 
who was appointed attorney-examiner 
in the state banking department, in 
the position held by Robert T. Crew, 
before he was commissioned insurance 
superintendent. This completes the 
cycle of changes incident to Mr. Crew’s 
appointment. 

This is Mr. Spicer’s initial appoint- 
ment in the public service, He is a 
native of Columbus, a graduate of Ohio 
Wesleyan, and finished his law studies 
in the Cincinnati law school. He has 
been practicing in Cincinnati since 
1906. 








W. K. Boger, Eastern representative 
of “The American Insurance Digest,” 
has resigned. 
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A BROAD UNDERWRITING SERVICE TO AGENTS 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 





H. BREWSTER, Mer. 
artford, Conn. 
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LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 








1 LIBERTY STREET 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 


Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 2504 Main 






NEW YORK 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 























HERBERT BUXTON 
92 WILLIAM ST., N. Y. CITY 
JOHN 34% 


Issues the Most Attractive Automobile Policyin a Non-Conference 
Company 


























Phone John 4613 


BERNHARD JNSURANCE AGENCY 


43 Cedar St., 
New York City 


Agricultural Ins. Co. of Watertown Nationale of Paris 
Rhode. Island Insurance Ce. Home Fire & Marine | 


Atlas Assurance Co. 


1 Montgomery 8 
Jersey City, N. ~ 


Fireman’s Fund 














THE LEADING FIRE COMPANY 
OF THE WORLD 

















Just say: 


“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 





Room with de- 
tached bath $1.50 
and $2.00 


Private bath $2.50 


os and $3. 
BREVOORT Hotel 

Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mer. 








95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 





CRUM & FORSTER 


GENERAL AGENTS 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


NEW YORK CITY 


The North River Ins. Co.,.N. Y. 


Union Fire Ins. Co., Buffalo, N. Y. 


San Francisco, California 
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Writing Here at Rate 
of $50,000,000 a Year 


N. Y. EXCHANGE TERRITORY 


Not Known How Long This Percentage 
Can Be Maintained; Prosperity 
Analyzed 

In New York Fire Insurance Ex- 
change territory companies are writing 
at the rate of $50,000,000 a year in pre- 
miums. It is not believed, however, 
that this pace will be maintained for 
various reasons. The writings for 1919 
were less than $40,000,000. 

In discussing reasons for the large 
volume of premiums for the first six 
months of this year “The Economic 
World” says: 

“There has been widespread discus- 
sion in fire insurance circles of the 
causes of their unexpected magnitude, 
an explanation being sought in various 
directions. One theory advanced is that 
the surprising growth of fire insurance 
business largely reflects the important 
increase in New York City real estate 
values that has occurred during the 
past year—this actual increase being 
perhaps conjoined with a wider appre- 
ciation on the part of the property-own- 
ing public of the necessity of bringing 
its fire insurance coverage more nearly 
up to the replacement value of the 
property itself. Another suggestion, al- 
lied to this, is that the very high cost 
of household goods at the present time 
has impressed itself upon the minds of 
great numbers of persons, and that 
these persons have been led to seek a 
more adequate measure of protection 
for their belongings than they had for- 
merly regarded as necessary. Again, 
the extremely high price level for goods 
in general has been pointed to, and the 
resulting higher values of all manufac- 
turing and mercantile stocks, requiring 
a correspondingly higher total of insur- 
ance against fire and allied risks, have 
been suggested as the chief contribut- 
ing factor in the situation. In this con- 
nection, however, it is objected by some 
that until very recently the talk in com- 
mercial circles has been all of a short- 
age of goods, supplies inadequate for 
the demands of the market, and that 
this must be interpreted as meaning 
that the stocks carried by New York 
manufacturers and merchants have for 
a good many months past been smaller 
than usual. 

“The truth is, of course, that there is 
little reason to doubt that all the fac- 
tors mentioned above have played their 
part in swelling the volume of fire in- 
surance business in New York City 
during the first six months of 1920. We 
are inclined to think, however, that at- 
tention should be directed, rather more 
than seems to have been the case, to 
the manufacturing and mercantile 
stocks carried in New York as a pri- 
mary source of the great increase in the 
sum-total of fire insurance demanded 
and written in this territory. This is 
a matter of the more consequence to 
fire underwriters since there is now in 
process a very severe decline in the 
value of those stocks, due to the rapidly 
falling markets for almost all com- 
modities. There are good and sufficient 
reasons for declining to take too seri- 
ously the widely circulated reports of 
shortages of goods and of depleted 
stocks in the hands of manufacturers 
and merchants. What is now coming 
to light in connection with the deflation 
of prices would indicate that these re- 
ports have all along been of a very unsub- 
stantial character. To illustrate our 
meaning we may perhaps quote anew 
the following paragraph from the end- 
June report of the Federal Reserve Ag- 
ent for the New York District upon 
financial and commercial conditions in 
this vicinity. Speaking of the effects 
upon stocks of goods of the spectacular 
reduced price sales of the New York 
department stores the Federal Reserve 
Agent said: 

“‘How much the stocks of depart- 


ment stores were reduced by lower 
prices may be estimated from figures 
tor stores in New York City. Even 
with the heavy sales recorded, reports 
show that their stocks decreased only 
about 4 per cent from April. In many 
instances stocks have been added to by 
the arrival of goods delayed in transit. 
Values of stocks of merchandise held 
by these stores in April were 54 per 
cent greater than for the correspoad- 
ing month last year, and this figure was 
increased to 56 per cent in May.” 





STEPHENSON WITH L. & L, & G. 





Former Vice-President of Insurance 
Company State of Pennsylvania 
Made Philadelphia Manager 





H. W. Stephenson on October 1 will’ 


be local manager of the Liverpool & 
London & Globe in Phi-adelphia, suc- 
ceeding W. k. Bates. To take this 
position he has resigned as vice-presi- 
uent of the Insurance Company of the 
State of Pennsylvania. 

Mr. Stephenson started in the insur- 
ance business with the local agency of 
‘Lhorpe Bros, & Armatage, at Minneap- 
olis, Minn., and later, when that office, 
with four others, was merged into the 
present Minneapolis Insurance Agency, 
ne was made Manager of the Consoli- 
dated Office, with the L. & L. & G. at 
ail times represented on a sole agency 
basis and a leader in the agency. 

Mr. Stephenson was appointed State 
Agent in Minnesota for the Spring Gar- 
ven Insurance Company in 1907, and 
shortly afterwards planted the com- 
pany in South Dakota, Montana and 
Western Canada. He was elected vice- 
president of the State of Pennsylvania 
ioliowing the merging of the Spring 
Garden in November, 1912, with speciai 
jurisdiction over the Canadian business 
und headquarters at Toronto, Ont., and 
in that capacity has extended the Cana- 
dian plant of the company so that it 
now covers from Quebec in the East to 
the Pacific Coast. He was recalled to 
the Philadelphia Home Office in Aug- 
ust, 1913, following the re-organization 
ot the company, to co-operate with 
Vice-President Waite Bliven in the un- 
aerwriting of the business of the com- 
pany throughout the entire United 
States and Canada, and leaves this 
position now to take up the active rep- 
resentation at Philadelphia of the com- 
puny with which he was originally 
identified in Minnesota, 





SUFFOLK COUNTY READY 





Long Island Agents Prepared To En- 
tertain Many Visiting Insurance 
Men on September 22 





A. C. Edwards, leading spirit of the 
Suffolk County Board’s annual func- 
tions, who hails from Sayville, L. L., 
was in the city this week, and said that 
everything was shaping up splendidly 
tor their affair of September 22. This 
annual event always draws a lot of 
celebrities of the fire insurance busi- 
ness who attend this function because 
they have a good time and thoroughly 
enjoy meeting the agents, who are not 
only able local representatives, but fine 
entertainers as well. 

There were 123 sat in at the dinner 
‘ast year and Mr. Edwards says he ex- 
p.cts there will be 150 mixed up in the 
affair this year. 

One of the underwriters in accepting 
the invitation wrote Mr. Edwards: “I 
have arranged my affairs so that I can 
be present for about three days. I 
might add that if one of my old cronies 
will be there, I will revise my will.” 





KILLED IN AUTO COLLISION 

A. Maitland Steele, connected with 
the underwriting department of the Na- 
tional Fire, of Hartford, died last 
Thursday in Hartford as the result of 
a collision of a motorcycle he was driv- 
ing with an automobile. Lester E, Cur- 
ran, also with the National Fire, who 
was riding on the same machine with 
Stee’e fractured his left leg and re- 
ceived numerous bruises, 





Western Department 
WALTER H. SAGE, Gen’l Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Hl. 

Boston Office 


ROGERS & HOWES, Managers 
' 1 Liberty Square, Boston, Mass. 





Great American 
Ansurance Company 


New Pork 


, INCORPORATED - 1872 


PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


| 17,1 91,302.37 


NET SURPLUS 


11,010,376.5 1 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 


UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


he Company now owns 


T 
$10,000,000 U.S. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 


Pacific Department 
GEORGE H. TYSON, Gen'l Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & CO., Gen'l Aats 
15 William Street, New York City 




















Greater Capacity 


for Local Agents 





80 Maiden Lane 
NEW YORE 


901 Ford Bidg. 
DETROIT 


1615 California St. 
DENVER 


302 West Superior St. 
DULUTH 





Use our unlimited capacity and wide experience for placing additional lines 
of insurance beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 
binders given. 


MARSH & MCLENNAN 


Insurance Exchange 
CHICAGO 


Immediate telegraphic 


114 Sansome St. 
SAN FRANCISCO 


263 St. James St. 
MONTREAL 


107 8. Fifth St. 
MINNEAPOLIS 


23 Leadenhall St 
LONDON 


The Best there is in Insurance Service 











211th YEAR 
SUN 
INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 


76 WEST MONROE ST., CHICAGO. 


PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 








BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 
Toronto, Canada 


Fire, Automobile, Explosion--Riots, Civil 
Commotions and Strikes 
Statement, January 1, 1920 

ASROR. 6 cccecicvededecessevesnvates $2,297 350.46 

Chabilitiog cccocececccecovcesoccns 1,517,850.59 

Surplus in United States...... $ 779,499.87 

Total Losses Paid in United 
States from 1874 to 1919, 
ee $26,935,071.80 


W. B. MEIKLE, Pres. & Gen. Mgr. 
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Mutuals Told to 
Develop Service 


VALUE OF ENGINEERING SEEN 








Too Much Competition Among Own 
Ranks; Should Co-operate 
More Freely 

Some of the greatest needs of mutual 
insurance were presented in Boston 
to the National Association of Mutual 
Insurance Companies by W. H. G. Kegg, 
secretary of the Lumbermen’s Mutual, 
Mansfield, Ohio. 

After dealing with some of the ac- 
complishments of the mutuals Mr. Kegg 
continued: 

The greatest and most lasting good 
achieved by Mutual Insurance is the 
recognition by its clients of their indi- 
vidual] responsibility for loss when it 
occurs and the knowledge that each 
loss prevented means a lowering of the 
cost of insurance, 

The program of service through con- 
structive co-operation suggests no new 
means but merely the perfection and 
enlargement of activity in conformity 
to past efforts and experiences. This 
means intensified service and implies 
thoroughness. 

The Central Idea 

Every line of human endeavor has a 
central idea from which all its efforts 
radiate. That Central Idea in mutual 
insurance is SERVICE. 

Many things of great value cannot 
be appraised in dollars and cents. So 
it is with the idea of Service. But 
this idea of service is without value 
unless expressed in practice. It is a 
co-ordination of effort which should re- 
sult in enlarged advantages and bene- 
fits to all. Efficient service then is ac- 
tion productive of good results and 
this cannot fail in bringing just reward 
to any who will unselfishly take to the 
task. Little service costs little, has 
little value, brings little reward; whi'e 
beneficent service costs much, has 
great value, and brings valuable re- 
ward. The way then to progress is 
through the open door of Service. 

Insurance Engineering 

An activity in which the mutuals 
may intensify the character of service 
to their clientele is for all to co-oper- 
ate in maintaining a carefully planned 
engineering service, Certain groups 
of mutuals long ago inaugurated such 
a service and it has proved of ines- 
timab’e value in establishing an identi- 
ty of interest; in holding the confi- 
dence of the public and in reducing the 
percentage of loss thereby materially 
decreasing the cost of insurance to their 
individual policyholders. 

Co-operation 

An opportunity for great good lies 
in co-operation between individual mu- 
tual companies and groups of mutual 
organizations. There is today too muc’ 
competition between the mutual inter- 
ests; this results not only in loss 
through the duplication of effort but in 
the destruction of the confidence which 
the public should repose in the mutual 
insurance interests. 

All mutual companies writing the 
same class of hazards, that is, fire, cas- 
ualty, etc., for the common good of all 
and to maintain the primacy of service 
to the public should co-operate:— 

1: To establish scientific rates 
based upon their combined experi- 
ence. 





*“‘STRONG AS THE STRONGEST”’ 


The Northern Assurance Go, 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 








It is not high rates for insurance 
which produce the evils of discrimina- 
tion and injustice so much as the com- 
petitive rate which does not measure 
the hazard of loss. 

2: To secure and maintain effective 
and economical supervision of risks. 

3: To tabulate experience and 
study conditions with a view to 
elimination of all unnecessary haz- 
ards and to properly protect the in- 
sured property against the hazards of 
process inherent in the risk. 

All these objects of co-operation may 
profitably be made a departmental serv- 
ice of this Association and if carried 
forward with the dynamic vitality of 
striving to apprehend the true princi- 
ple of service the future will surely 
hold this present when it shall have be- 
come the past as a period of great de- 
velopment marked by co-operation for 
the purpose of co-ordinating useful in- 
formation as a basis for activities. 

To the backward glance the light of 
past accomplishment seems one great 
glow which casts sufficient shadow to 
mark unfailingly the path of mutual 
insurance the future of which is within 
the keeping of ourselves, and in direct 
ratio to our loyalty to the fundamental 
principle of service will it be redolent 
with achievement, 

The man whose vision does not take 
him into the future and show him the 
finished structure upon which he is to- 
day working must be content with 
small accomplishment. 

The big promise for the future is 
wrapped up in the service of today. 

GALLAGHER’S NEW POSITION 

Following the promotion of Assistant 
Secretary Paul L. Haid to the duties of 
personal assistant to President Henry 
Evans, executive supervision of the ag- 
ency brokerage departments and other 
three company matters formerly handled 
by Mr. Haid, will now be under the di- 
rection of Vincent L. Gallagher, who 
joined the Evans group in January, 1919 
and organized the Business Develop- 
ment Department. Mr. Gallagher will 
continue his management of this depart- 
ment in addition to his new duties. 

Mr. Gallagher’s insurance experience 
extends over a period of seven years. 
In 1913 he was in the Western Branch 
office of the Aetna Insurance Company 
in Chicago and in 1914 became special 
agent for the Aetna in Ohio, with head- 
quarters in Columbus. In 1918 he re- 
signed to join the Navy, was commis- 
sioned Ensign of Aviation and remained 
in the service until January, 1919. Mr. 
Gallagher took his A. B. in 1908 at St. 
Xavier’s College, Cincinnati, Ohio, and 
is also a Bachelor of Science (1912) 
from Massachusetts Institute of Tech- 
nology. 

START A QUESTION BOX 

About thirty field men attended the 
meeting of the New Jersey club of 
special agents in Newark on Monday. 
A question box, which will be a feature 
of subsequent meetings, was inaugurat- 
ed, 


Paul L. Haid, who is now acting as 
personal assistant to Henry Evans, 
president of the American Eagle, Con- 
tinental and Fidelity-Phenix, is regard- 
ed as one of the most promising and 
capable of the younger underwriters, 
and in the Pennsylvania field where he 
was before coming to New York he 
made a remarkably good record as a 
business builder. He started out in 
Pittsburgh with a local agency in 1904; 
and four years later went with Edwards, 
George & Co., Pittsburgh. Then the 
Girard F. & M. put him on the road in 
Western Pennsylvania and West Vir- 
ginia territory. In 1912 he was made 
special agent in Western Pennsylvania 
for the Philadelphia Underwriters, and, 
in July, 1914, he became special agent 
in that territory for the Fidelity-Phenix. 
In March, 1918, he came to the Home 
Office as executive special agent for the 
Evans companies, and was elected as- 
sistant secretary of the companies the 
first of last year. 
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Havana Congestion 
Worse Than Before 


HURRICANE HAZARD PRESENT 








Underwriters to Discourage Further 
Shipments to Cuba, Are Not 
Writing Special Risks 





No topic of interest has attracted 
more attention in the marine under- 
writing market since the formation of 
the syndicates than the Havana situa- 
tion does today. Every office in the dis- 
trict is concerned vitally with the prob- 
lem and each is anxious for Havana 
harbor to be cleared of the immense 


quantity of cargo and large number of 
vessels lying at anchor before a fire or 
hurricane reaps untold property damage 
and consequential losses for the marine 
underwriting companies. At a meeting 
of the American Institute last Friday 
reports and descriptions of conditions 
existing in Havana harbor were laid be- 
fore the underwriters and they were 
warned of the unprecedented hazards 
which have arisen during the last few 
months. It was practically agreed that 
until substantial improvement is made 
the underwriters would accept no 
special risks for Havana and would 
charge such exorbitant rates for the 
open policyholders as to discourage 
the latter from continuing to attempt 
to ship cargoes for Cuban consignees. 


A member of one of the most promi- 
nent underwriting offices in New York 
is strongly in favor of having all the 
marine companies shut down absolutely 
on Havana applications, sparing not 
even the open policyholders. In his 
opinion the Street must take positive 
action soon for the seriousness of the 
problem is unparalleled. Though the 
underwriters meet often to discuss the 
question they have so far failed to 
agree on any definite program, he told 
a representative of The Eastern Under- 
writer, and he intends to try to line-up 
the companies in support of his idea. 
Without insurance shippers, won’t dare 
send goods to Havana in the face of 
the present perils. 


Fortunately the majority of under- 
writers are not attaching rain water 
damage clauses to their policies. Per- 
sons returning recently from Cuba say 
that goods worth thousands and thou- 
sands of dollars have been damaged be- 
yond reclamation by rain while lying 
on uncovered wharves or because they 
are not properly protected with tar- 
paulin in the holds of steamers waiting 
weeks for dockage facilities. Attempts 
have been made, however, to shift these 
losses on the underwriters by claiming 
damage from sea water as well as rain 
water, and company inspectors end sur- 
veyors at Havana are kept busy throw- 
ing out false claims. 


Big Danger of Hurricanes 


Aside from the heavy rains the ser- 
iousness of other hazards cannot be 
over exaggerated according to under- 
writers in the local market. The season 
for hurricanes will not pass for several 
weeks and until that time arrives there 
's extreme danger to all shipping in the 
harbor of Havana. Luckily no severe 
storm has swept over those Southern 
waters to date this season, but if one 
does come practically no chance is 
onen for many boats there to escape. 
Meanwhile underwriters here anxiously 
Scan the daily weather reports. 


Because the great amount of conges- 


tion at Havana is due as much to eco- 
nomic conditions as anything else un- 


derwriters cannot foresee when normal 
port conditions will return. The recent 
heayy demand for rice brought vessel 
afte? vessel loaded with that commod- 
ity to Havana until an over supply 
smashed prices in the market and 
caused purchasing agents to devise ex- 
cuses for refusing to accept consign- 
ments of rice which had already been 
unloaded on wharves and any other 
places that were available. While liti- 
gation is in progress the rice still re- 
mains where it has been dumped, ren- 
dering it impossible for other cargo to 
be stored there and slowing up general- 
ly the unloading of vessels carrying 
other varieties of cargo. The collavse 
of the rice market has affected other 
markets also, resulting in a wide:prev't 
downward trend in prices of imported 
goods accompanied by a tightening of 
money. Such an economic turn naturol- 
ly increases the moral hazard on in- 
sured goods. 


Flood of New Compznies 


To complicate matters a number of 
new and previously unheard of shipping 
concerns have come to light in New 
York and are widely soliciting business 
for Havana. These companies advertise 
Cuban sailings on fleets of vessels as 
if the question of securing docking fa- 
cilities and storage space were not 
troubling anyone. The regular lines to 
Havana have in a large measure cur- 
tailed their freight traffic leaving a 
splendid opportunity for these question- 
able concerns to operate with little 
competition, although they must know 
the impossibility of delivering the ship- 
ments to consignees on schedule time. 
No less than four new companies ad- 
vertised in the same edition of a New 
York commercial newspaper this week, 
one of them handling a fleet of wooden 
vessels, the type the Government can- 
not sell to any conservative organiza- 
tion, and another announcing the second 
sailing to Havana of a certain steamer 
twenty-seven days after she leaves New 
York on her first trip. 

The latter notice reveals either gross 
stupidity or deliberate intent to deceive. 
Even before the congestion occurred 
such a schedule represented good time, 
but today the feat is out of the ques- 
tion. Luckily underwriters are not 
being fooled into taking applications 
for insurance on goods being carried on 
these boats operated by the “mush- 
room” companies. The marine market 
is flooded with applications which can- 
not be placed with any of the conserva- 
tive offices, and it is likely that the 
brokers will have to cable abroad for 
coverage in the end. Sending more 
steamers to Havana harbor only adds to 
the congestion and increases the dan- 
gerous hazard, and in refusing to afford 
protection to the venturesome under- 
takings of certain carriers and shippers 
the underwriters are doing the most 
they can in the interests of safety. 
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Supported by Both Parties 


The American merchant marine has gained a place on both 
the Republican and Democratic platforms and is supported 
by both parties. When both parties can agree unanimously 
on the program of the merchant marine, it must indicate that . 
the subject is of unquestioned value to Americans. 





The development of the American merchant marine and of 
its guide and protector, American marine insurance, are 
preliminary to the continued prosperity of America’s foreign 
trade. 

Have you read that authoritative booklet: “The Basis of our 
Shipping Prosperity”? It was written by Professor Huebner, 
Expert to the U. S. Shipping Board. You will find it of real 
interest. Write for a copy. 


The Washington Marine Insurance 
Company of New York 
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R. D. JONES’ NEW AGENCY 





Is Organizing the Neptune Underwrit- 
ing Agency to Represent the Port 
of New York Insurance Co. 





Richard D. Jones, formerly president 
of the Oceanic Underwriting Agency 
and vice-president of the Washington 
Marine, is now organizing a new marine 
office, the Neptune Underwriting Ag- 
ency, located in the Kerr Steamship 
Building, 48 Beaver Street on the same 
floor with Neil Pearce & Co., although 
there is no connection whatsoever be- 
tween the two organizations. Mr. Jones 
will act as the marine representative 
for the Port of New York when that 














RICHARD D. JONES 


company, of which he is one of the in- 
corporators, receives its license from 
the New York State Department, 

When the Washington Marine was or- 
ganized two years ago under the man- 
agement of the Trans-Marine Under- 
writing Agency Mr. Jones was a vice- 
president of the agency and was also 
appointed a director in the new com- 
pany. He went with the Washington 
at the time the latter left the head- 
quarters of the Importers & Exporters 
and’ became the head underwriter for 
the company, a position which he held 
until his resignation on July 1 of this 
year. 


TO MOVE IN OCTOBER 

The Importers & Exporters plans to 
move into the new home office of the 
company at 49 Beaver Street on or 
about the middle of next month. The 
building is rapidly nearing completion 
although it is only a few months ago 
that the old headquarters of the Wash- 
ington Marine were razed to make way 
for the present structure. The New 
York branch of the Automobile will 
move into the building now occupied by 
the Importers & Exporters shortly after 
the latter vacates. 

CHANGE RATING DATE 

The Rating Committee of the Amer- 
ican Marine Insurance Syndicates has 
changed the day for the weekly meet- 
ing to quote rates on fleets from Tues- 
day at 11:30 A. M. to Wednesday at 
the same hour. Brokers who have fleets 
to pffer are requested to notify the 
Board of Managers not later than Tues- 
day morning of their intentions to ap- 
pear before the meeting. 


a 


“SIBONEY” STRANDS 
The steamer “Siboney” from San- 


tander for Vigo and Havana has gone’ 


aground in the harbor at Vigo. At- 
tempts are being made to float her, but 
as her forepart is resting on rocks, 
there are fears that she may become a 
total loss. The passengers have all 
been landed. 


CHIEF SURVEYOR APPOINTED 





W. C. Foley Is Chosen by Charles R. 
Page to Head the Inspecting 
Service of Syndicate A 

Charles R. Page, head of Syndicate A 
of the American Marine Insurance Syn- 
dicates, announces the appointment of 
W..C. Foley as the chief surveyor and 
inspector. of hulls. Mr. Foley will be 
connected officially with Syndicate A 
but will render service for the under- 
writing syndicates as well. He was 
formerly with the Newport News Ship- 
building & Dry Dock Company, where 
for twelve years he served successively 
as chief hull draughtsman, naval archi- 
tect and assistant superintendent of 
hull construction and had charge in ad- 
dition of estimates for new and repair 
work. 

Later Mr. Foley became associated 
with the Lake Submarine Boat Com- 
pany, as vice-president and general 
manager of the western yard, the Cali- 
fornia Shipbuilding Company. He en- 
ters upon his new task with the highest 
recommendations of leading shipping 
men and will undoubtedly play an im- 
portant part, as assistant to Mr. Page, 
in the further organization of the world- 
wide system of inspecting service. 


WHAT J. C. B. HAWKES IS DOING 
Former Cargo Insurtnce Placer Is Now 
Engaged in Ship Brokerage 
Agency 


John C. B. Hawkes, for a number of 
years connected wih Johnson & Hig- 
vins as a cargo ploecor, and later with 
Hutchinson & Rivinus in a similar 
capacity, is now connected with his 
cousin, “Jack” B. Hawkes in the Over- 
seas Shipping Agency which agency en- 
gakes in ship brokerage. John C. B. 
Hawkes is a native of New York, but 
for the past three vers has been re- 
siding at Sound Beach, Conn. “Jack” 
Hawkes is a native of County Cork, 
Ireland. He lived in New York for 
many years before flit‘ing to the south- 
land, locating at Pablo Beach Fla., and 
engaging in business in Jacksonvi le. 

They are in New York City at the 
present time charter’ng a fleet of light 
Craft ships for carrying cargoes to the 
Northside, Cuba principally. Speaking 
to a representative of The Eastern Un- 
derwriter they say there is a general 
impression that there is a dearth of 
cargoes. but this in their case is not 
true as they actually have a dearth of 
ships of the light draft variety suitable 
to their purpose. 





CLEVER BROKERING 

Six changes on a single application is 
almost a record That, however, is what 
one broker had to make and he succeed- 
ed in getting his additions with little in- 
crease in the original rate, whereas if 
he had included everything originally, 
chances are he would have had to pay 
nearly double. The application was for 
hull insurance on a vessel slated for 
Western Mediterranean ports when the 
broker started on his first round of the 
underwriting offices. On the sixth and 
last trip he had the vessel going to 
Black Sea ports, with the war risk haz- 
ard still covered at a nickel rate, 





G. A. CAIRNS IN TOWN 

George A. Cairns, senior member of 
the marine underwriting firm of Wil- 
liam Cairns, Ltd. of Montreal is in New 
York this week on his honeymoon. His 
agency represents the Springfield, Fire- 
men’s Fund, Union Marine, and Phoenix 
of London insurance companies for 
Eastern Canada. 


CLUB DIRECTORS MEET 
A meeting of the Board of Directors 
of the Marine Insurance Club was held 
Wednesday to decide on what action 
should be taken in regard to the future 
ot the organization. 
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Vivid Description 
of Kobe Harbor Fire 


GASOLINE EXPLOSION CAUSE 





First Hand Account of Damage Done 
and of Remarkable Escape of 
S. S. “Wytheville” 


Gasoline makes a mighty poor insur- 
ance risk no matter where it is located, 
or in what manner it is stored, but, it 
is many times more hazardous when it 
forms the cargo of an ocean going 
steamer in transit across the great 
pond, or in some European or Oriental 
port where adequate facilities are not 
at hand for handling same quickly. 

This was strikingly emphasized in the 
fate of three cargoes of this highly 
popular* and not inexpensive liquid 
leaving the United States during the 
past year, as two of the boats, the gs. s. 
“Olockson” and the s. s. “Marne,” with 
their cargoes being burned at sea en 
route across, and more than a million 
gallons of the cargo of the third boat, 
the s. s. “West Hassayampa” of the 
Barber Line, being destroyed in the 
great fire in the harbor of Kobe, Japan, 
June 7. 

There is no little interest in that fire 
for marine insurance underwriters. The 
s. s. “West Hassayampa” and its cargo 
of gasoline was consigned for Vladivos- 
tok. On arrival at Vladivostok, the con- 
signee was unable to pay for the cargo, 
making it necessary to peddle same. 
Sale of the gasoline was finally made 
for delivery at Kobe, Japan. The har- 
bor rules at that port do not permit the 
holding of that particular kind of cargo 
in the confines of the harbor. 

The s. s. “West Hassayampa” was 
anchored outside of the breakwaters of 
the harbor, and the gasoline was being 
transferred to lighters, a number of 
which were loaded, when a_ typhoon 
signal was sent up. The lighters, con- 
trary to rules, sought shelter in the 
harbor and were tied up at the docks, 
nearby a great amount of shipping. 

Million Gallons Lost 

This was about 5:40 P. M. on June 7. 
An explosion was heard on one of the 
lighters, which by the way, proved to be 
constructed of steel and as a conse- 
quence did not sink in the catastrophe 
which afterwards happened, wherein 
the more thaase million pau. us of 
gasoline jin 10vu-gallon steel drums, from 
the cargo of the s. s. “West Hassa- 
yampa” were soon destroyed, and at 
the same time untold damage was done 
to other shipping anchored at the Kobe 
docks. 

Perhaps the most spectacular escape 
from complete destruction in this fire 
was that of the s. s. “Wytheville” of 
the Barber Line, at that time in dock 
with a most valuable cargo. A strong 
wind blowing drove the lighters con- 
taining the burning gasoline which had 
been set on fire by the explosion, across 
an expanse of water right under the 
side of the s. s. “Wytheville” envelop- 
ing her in flames. The s. s. “Wythe- 
ville” was handling cargo and the 
hatches of the boat were open. 

At six o’clock the position of the 
“Wytheville” was becoming untenable 
when orders were given for full speed 
astern, and as the vessel got under 
way several of the burning lighters as 
reported by the master of the “Wythe- 
ville,” “were held fast to the side of 
the ship by the tide and change of wind, 
while frequent explosions occurred 
shooting flames hundreds of feet in the 
air directly over the ship, throwing off 
a terrific and unbearable heat, causing 
the ship’s rigging, masts, bridge and 
life boat equipment to catch fire. After 
clearing the ship and burning lighters, 
the ‘Wytheville’ proceeded to a safe 
anchorage, but it was later found that 
owing to a change of wind the lighters 
were drifting out to sea and at about 
four A. M. June 8, the boat had another 
narrow escape when a lighter fully 
loaded with burning drums drifted sea- 
ward within twenty feet of the vessel.” 


Continuing his report, the master of 
the “Wytheville” said: “Owing to the 
prompt action of the officers and crew 
immediately after the first explosion no 
cargo was damaged by fire or water.” 

Pays Tribute to Officers 

Concluding his report of the fire, the 
master of the “Wytheville” pays high 
tribute to the officers of the vessel, in- 
cluding “Chief Mate Harry J. Cooley, 
Second Mate L. A. Seybert, Third Mate 
A. C. Sorenson, and also Chief Engineer 
George Brown, First Engineer George 
C. Hadley, Second Engineer J. F. Sta- 
wicke, and Third Engineer Chester 
MacLaren, all of whom remained on 
duty in the engine room where every- 
thing ran smoothly while passing out, 
although several bursts of flame shot 
down through the ventilators of the 
vessel. 

“The city fire department of Kobe is 
very inadequate and poorly equipped, 
while there are no marine fire fighting 
apparatus at all, although hundreds of 
tons of inflammable material lie in the 
open within the harbor limits. Only the 
fact of an off-shore breeze blowing at 
the time saved the city from what might 
have been a frightful catastrophe.” 

The s. s. “Wytheville” has just ar- 
rived in the Port of New York from her 
trip to the Orient during which the 
Kobe fire happened, stopping at Boston, 
with a cargo of hemp, sugar, rice and 
plate tin of value approximating $5,000,- 
000. The boat thus completes a voyage 
of more than 28,000 miles without hav- 
ing to make one stop for engine trouble. 
The run of 13,000 miles home from the 
Orient was made in 57 days, 5,000 miles 
of the distance being reeled off at the 
rate of 11 knots, while the jaunt from 
Boston to New York was made at the 
rate of 12 knots. The s. s. “Wythe- 
ville” is rated as a 10-knot boat. 


AT VARIANCE AGAIN 
Underwriters Still Offering Objections 
to Proposals to Form Trade 
Protective Association 


A wide difference of opinion still ex- 
ists among the underwriters as regards 
the theft and pilferage problem. Not 
long ago the feeling was general in the 
market that the offices were ready to 
agree on the plan that appeared the 
most practical in the camprign against 
thievery, an outline of which has al- 
ready been published in this newspaper, 
hut recently numerous objections from 
various quarters are being heard at the 
headquarters of the American Institute, 
The Institute acts as the representative 
of the marine underwriting interests 
in negotiations carried on with trace 
associations and unless it can com- 
mand the unified support of the indivi4- 
ual underwriters its decisions will avail 
nothing. 

Granted that undcubtedly the pra- 
posals submitted to the underwriters 
are imperfect in many respects they are 
at least the most suitable that the var- 
icus parties interested can devise, and 
in the absence of better suggestions 


should be adopted and altered after- 
wards, if necessary, instead of being 
used meanwhile as a football while 


valuable shipments of cargo are being 
stolen at will from the holds of vessels 
and from inadequately guarded docks. 
The need for common action has rarely 
been more acute and the underwriters 
have everything to gain by submerging 
their particular minor objections for the 
welfare of the entire market. 


AUTOMOBILE’S ZONE SYSTEM 

To afford better and quicker service 
in answering inquiries for marine in- 
surance from various parts of the coun- 


try, the Automobile has announced 
plans for establishing several zones, 
each having an underwriting head- 


quarters in the largest city. Hereto- 
fore shippers requesting rates for cov- 
erage have had to communicate either 
with the New York office or with one of 
the few branch offices where marine 
business was handled. Under the new 
system several marine men are being 
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sent from the company’s home office to 
agencies of the Automobile where non- 
marine forms of coverage only were 
handled, and their duty will be to take 
full charge of all marine business in 
their respective zones. The rapid 
growth of the Automobile’s marine de- 
partment led to the development of the 
new system as the best method of giv- 
ing full service to policyholders. 


MANY STEAMERS IDLE 

Hull underwriters are interested in 
the reports from various countries of 
the world that many steamers are lying 
idle for want of cargo. For several 
months there has been a virtual laying 
up of a large number of American Ship- 
ping Board vessels because the chart- 
erers were unable to make the freight 
business pay, and more recently infor- 
mation has been received that with the 
fast growth of the British mercantile 
marine chartering orders have become 
more restricted, and British shipown- 
ers face a serious problem to find re- 
munerative employment for _ their 
steamers. Similar conditions prevail in 
Japan where a general depression in 
the shipping business exists. During 
the last week nearly eighty vessels were 
tied up at the principal ports of the 
empire, due to the lack of movement of 
goods. 

BUREAU TO FIX STANDARDS 

The American Bureau of Shipping, 
which last year classified vessels aggre- 
gating in weight more than three mil- 
lion tons, and which has become the 
recognized classification society of the 
American Government, is to fix the 
standards for the future construction of 
certain types of vessels provided for in 
the Merchant Marine act of 1920. The 
Shipping Board will not approve the 
plans for these steamers unless they 
are in accordance with the rules of the 
Bureau. The steamers provided for are 
to be constructed from funds set aside 
from the net earnings of private com- 
panies, the latter to be exempted from 
certain taxes as a result. The Amer- 
ican Bureau thus becomes a more im- 
portant cog in the foreign trade of this 
country, and automatically strengthens 
the position of domestic marine insur- 
ance companies. 





GOING TO EUROPE 
Arthur Hoyt. president of Frank B. 
Hall & Co., is planning a trip to Europe 
soon to visit the British and Continen- 
tal offices with which his company has 
business connections. 


N. Y. U. MARINE COURSES 

New York University is offering sev- 
eral courses in marine insurance for the 
coming year at the Wall Street branch 
These include classes in the funda- 
mental principles of marine coverage, 
marine losses and average adjustments, 
to be given in conjunction with the 
instruction in foreign trade and ship- 
ping. James Bogardus, of the Atlantic 
Mutual, will be the principal lecturer 
on marine insurance. 

BILLS OF LADING HEARINGS 

Hearings on the new form of an ex- 
port bill of lading are to be held in 
Chicago on Monday, September 20 and 
in Washington on October 4, before the 
Interstate Commerce Commission. All 
objections have already been filed, and 
it is understood that some ocean car- 
riers are Opposed to the new form be- 
cause it fails to protect their interests 
properly. In regard to general average, 
particularly, the carriers say the new 
section does not cover salvage. Also, 
the proposed form includes only the 
York-Antwerp rules and not the Ant- 
werp rules of 1903 and the rules of 
1890. The vessel owners desire, too, 
more latitude in regard to landing car- 
goes when it is impossible to reach the 
scheduled destination. 

SANDERS CHOSEN HEAD 

The Health & Accident Underwriters’ 
Conference, in session in Chicago 
adopted a resolution presented by Isaac 
Miller Hamilton, constituting the ex- 
ecutive committee a permanent com- 
mittee of co-operation to represent the 
Conference in progressive relations 
with other insurance organizations, and 
a’so with power to appoint sub-com- 
mittees to engage in this work. Offi- 
cers were elected as follows: 

President, W. R. Sanders, American 
Liability Company, Cincinnati. 

First vice-president, Ernest W. 
Brown, Interstate Casualty Company, 
Des Moines. 

Second vice-president, John 
son, Massachusetts Bonding & 
ance Company, Saginaw, Mich. 

Secretary, E. C. Budlong, Bankers’ 
Accident Des Moines lowa 

Treasurer, C. H. Brackett, Hoosier 
Casualty Company, Indianapolis. 


Patter- 
Insur- 


COLONEL PLUMBER IN OIL, 
Colonel John F. Plumber, assistant 
manager in the New York office of the 
United States Fidelity & Guaranty, re- 
signed September 15 to become presi- 
dent of the Tidewater Oil Sales Cor- 
poration. 
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CASUALTY AND SURETY NEWS | 








Live Questions for 
Casualty Claim Men 


PROGRAM STRIKES HIGH PLANE 


Subjects Selected By Speakers Also 
Intensify Interest in International 
Meeting 


This year the International Claim 
Association will not have a question 
box such as has been the custom for 
many years. Instead, the following 


fourteen questions have been prepared 
in advance and will appear on the pro- 
gram of the eleventh annual meeting 
tu be held in Atlantic City September 
22-24, at the Marlborough-Blenheim. 
Heretofore the questions presented 
have been on accidental means, which 
is now regarded as a somewhat old 
subject on which there might be dis- 
cussion all day without material bene- 
fit. This year the questions have been 
designed to cover provisions of the 
or contract, They are: 


The following condition hag been proposed 
a incorporation in accident policies: “This in- 
surance shall not cover accident, injury, dis 
ability, death, or other loss caused directly or 
indirectly by medical or surgical treatment ex- 
cept such as may result directly from surgical 
operations made necessary solely by injuries 
covered by this policy and performed within 
ninety days after date of accident. Of what 
advantage would this clause be to the adjuster? 
(Mr. Hotchkiss) 

2. (a) What is the best method of determin 
ing whether a claimant suffering with tubercu 
losis is to be considered as permanently and 
totally disabled? 

(b) Where the policy stipulated permanent 
and total disability must be from any gainful 
occupation, how liberally should this clause be 
interpreted? 

(Mr. Templeman) 

3. How should we apply to the double indem- 
nity clause the decisions in the taxicab cases 
of Anderson vs. Fidelity & Casualty, 

127 N. E. 58, and Darnell vs. Fidelity & Cas- 
ualty, 46 Ins. L. J. 523, and in the collapsing 
building case of —T Eastern vs. Blackwelder, 

4 4S. E. 

(Mr. M: adigan) ° 

4. Insured asks for a drink in a public cafe 
and is informed by the barkeeper the whiskey 
nowadays is not much good but the best that 
can be obtained. Insured buys, pays for, and 
drinks the whiskey. A few hours later he is 
taken ill and dies. After autopsy the cause of 
death is certified as “Drinking liquid contain- 
ing wood alcohol.” Does liability attach under 
an accident policy? 

(Mr. McIntyre) 

5. (a) Should hospital indemnity be allowed 
where insured contracts smallpox and is iso 
lated in a section of a hotel under charge of 
Board of Health doctors and nurses because 
there is no hospital within safe moving dis- 
tance? 

(b) Where the policy provides for confinement 
in a regularly incorporated hospital should 
these circumstances be regarded as the equiv- 
alent of a hospital and should the word “incor- 
porated” be disregarded? 

(Mr. Dibble) 

6. Is partial disability in health insurance 
feasible and possible of satisfactory handling 
from the claim adjuster’s point of view; (a) 
as regards “select” and “preferred” risks; (b) 
as regards risks classified “ordinary” to 
“hazardous”? 

(Mr. Bennett) 

7. If ptomaine poisoning alleged to have de- 
veloped from eating a spoiled oyster is to be 
recognized as an injury through accidental 
means, what attitude should be adopted toward 
typhoid fever alleged to have resulted from eat- 
ing an infected oyster? 

(Mr. Case) 

8. (a) Can a detachment of the retina be 

caused by a blow on the head though not di- 


rectly on the eye? 

(b) If not, how can the facts be best demon- 
strated? 
(Dr. Keller) 

9. Insured carries accident insurance in one 
company and health insurance in another. He 
wrenches his back (through accidental means) 
and one*week later, while still confined to his 
bed on account of the accident, develops diph- 
theria. Will both companies pay disability ben- 
efits during the period that either the accident 
or the disease is sufficient to totally disable 
him? 

(Mr. Brown) 

10. Of what value is the provision in a health 
policy requiring that total disability be con- 
tinuous? 
ot Wilde) 

. What items should be allowed in payment 
Po a claim for reimbursement for medical ex- 
pense in lieu of other claim? 
(Mr. Pessinger) 

12. How strictly should we apply the provision 
in an accident policy that the disability must 
be “immediate” or date from the time of the 
accident? 

(Mr. Cookerly) 

13. Insured’s application was dated January 1. 
The policy was dated January 10. It provided 
that the health insurance did not cover dis- 
ability due to disease having its inception with- 
in fifteen days from the date of the policy. The 
disease and disability commenced on January 
23. Would you pay the claim? 

(Mr. Hill) 

14. How strictly should we enforce the pro- 
vision of the health policy requiring “confine- 
ment to the house” to qualify for full benefits? 
(Mr. Bradley) 

It will be noted that provision has 
been made to assign each question for 
leadership in discussion. In support of 
the new plan it is set forth that it 
makes possible procuring a vote of the 
entire assemb age on any question, fol- 
lowing discussion. At previous meet- 
ings it has often appeared desirable to 
ascertain what the membership, as a 
whole, thinks on a given point. 

Addresses To Be Made 

The subjects to be presented by those 
who will address the convention are: 

“Organization and Co-operation”—S. S. Miller, 
North British & Mercantile. 

“Just Adjustments”—Robert R. Harrold, Gen- 
eral Claim Representative, Pacific Mutual Life. 

“Impressions by the Way’—Dr. David H. 
Keller, Medical Counsel, Central Business 
Men's. Association, Chicago. 

“Frills and Claims”’—Arthur P. Woodward, 
Secretary, Connecticut General Life. 

“The Equitable Life Assurance Society In 
Disability Claims and Insurance’’—Leslie C. 
York, Supt. of Agencies, Equitable Life. 

“Accident Insurance and the Eighteenth 
Amendment”—Harry J. Nesbit, Pittsburgh. 

“Adjusting Problems of Yesterday and To 
day’’—Stewart M. Lamont, Asst. Secretary In 
demnity of North America. 

“End Results of Skull Fracture’-—Dr. O. M. 
Eakin, Medical Director, Reliance Life. 

“Some of Our Troubles’—T. S. Logan, Secre- 
tary Treasurer, Travelers Protective Assn. 

“Claim Adjustments in Their Relation to 
Legislation’”—R. Robertson Jones, Secretary 
Treasurer, Workmen’s Compensation Publicity 
Bureau. 

“Passing Comments”’—Charles H. Holland, 
President, Royal Indemnity. 

Indications now are that the conven- 
tion will be the largest the association 
has held. It now has over 100 mem- 
bers among casualty companies. Or- 
ganized in a small way 11 years ago, 
the association has now become one of 
the most important in the casualty in- 
surance business. 





MRS. R. R. DEARDEN DEAD 
Mrs. Robert R. Dearden, wife of the 
Philadelphia insurance newspaper pub- 
lisher, who. was formerly a member of 
the Pennsylvania legislature, died in 
Philadelphia at the age of seventy-five 
last week. 
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Successful United 
L. & A. Convention 


AGENTS TELL OF PRODUCTION 





Lessons Most Interesting in Company’s 
History; List of Speakers; 250 
Mile Car Trip 


One of the best agency conventions 
which the United Life & Accident has 
yet had was that held in Concord a 
few days ago. The United calls its 
agency organization the White Moun- 
tain Club. 

The agents were welcomed by S. W. 
Jameson, president of the Company, C. 
A. Humbert making the response. Re- 
lations of Home Office and field were 
discussed by Samuel Schwartz, Balte- 
more. W. H. Flint, of Concord, to'd 
where prospects can be found and how 
to land them. J. H. Griffith, of Okla. 
homa City, explained why he thought 
the United was the ideal company. Op- 
portunities in the country district were 
described by H. W. Civils, of Dover, 
N. C. Herbert Woolley, of Philadel- 
phia, told why steady production is 
essential to success, and R. G. Warren, 
of Chestertown, Md., explained how 
policies are sold in that state. 


Some of the Home Office representa- 
tives who talked were Dr. Robert J. 
Graves, Richard Brodin, F. E. Rush- 
low, Robert J. Merrill and Robert D. 
Fletcher, 

At the banquet talks were made by 
Insurance Commissioner Donahue, May- 
or Henry E. Chamberlain, of Concord; 
and Levin J. Chase, a prominent Con- 
cord man. 

A 250 mile automobile trip was one 
feature of the entertainment. 


Business Men For 
White Sulphur Meet 


WILL SPEAK ON STATE FUNDS 


Casualty Underwriters and Agents 
Have Widely Diversified Program 
Practically Completed 


With few exceptions the White Sul- 
phur Springs program is complete. 
This joint convention of the Interna- 
tional Association of Casualty & Surety 
Underwriters and the National Associa- 
tion of Casualty & Surety Agents be- 
gins Tuesday, September 28 and closes 
October 1. 

Tuesday morning the Underwriters 
will hold their first business session. 
Besides other routine business ‘there 
wi'l be heard the annual address of 
President Arthur E. Childs:, a state- 
ment concerning the TWWsu.ame? Insti- 
tute of America, by its president, Fred- 
erick Richardson; report of the Com- 
mittee of Four on relations with the 
National Association of Casualty & 
Surety Agents and report of the Com- 
mittee on Blanks. Adjournment will 
be taken until Friday, October 1. The 
Executive Committee will meet Monday 
evening, September 27. 

First Agents’ Meeting 

The agents’ organization will hold its 
first business session Tuesday morning, 
September 28. President W. G. Wilson 
will read his address and George D. 
Webb the Executive Committee report 
and that of the Standing Committee of 
Four. 

Thomas F. Daly, Denver, will give an 
address on “Relation of Federal In- 
come Taxation to Insurance Agencies”: 
followed by discussion. George A. Gil- 
bert, Chicago, will talk on “Status and 


(Continued on page 30) 











Assets 


Surplus over all liabilities 








TE 


| The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Offices—90 and 92 William St. 
SEMI-ANNUAL STATEMENT JUNE 3, 1920 


UR CES Sina ahs ». 18,569,766.53 


INES alien wae duns eal oh aaaketckirawe 
AE RAS a pete ete ee 8 





Losses paid to June 30, 1920............ 
CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, Accident, Health, Workmen’s Compensation, 
_ and Burglary, Robbery, Automobile Liability, 
_ Miscellaneous Pi late Glass, and All Other 
Bonds Boiler, Engine, and Fly-Wheel Liability Lines 


nsurance 














September 17, 1920 THE EASTERN UNDERWRITER 29 

















“Service, Security and Satisfaction” 
AUTOMOBILE INSURANCE 


Fireman’s Fund Insurance Company of Cal. 
Assets over Eighteen Million Dollars 














Carl Bloom’s Reciprocal 

Word from Indianapolis is to the ef- 
fect that the Bloom Reciprocal has 
lasted about a month. This will prove 
interesting to insurance men who know 
Burrell Wright, an Indianapolis lawyer, 
with a wealthy father-in-law, who rep- 
resents Sherman & Ellis, of Chicago, 
who operate a string of compensation 
reciprocals. Wright also represented 
one Or more of the stock companies as 
their legal representative in Indiana. 
Wright is reported to have been inter- 
ested in the organization of the Bloom 
reciprocal. Bloom got together a suffi- 
cient number of risks to qualify under 
the Indiana Reciprocal Law and started 
the Indiana Factory Reciprocal Associa- 
tion about July 1. 
+ + > 


Red Tape in Plenty 
The Morgan, N. J. explosion claims, 
for which the glass companies are seek- 
ing payment by the government, aggre- 
gate $110,000, In presenting each claim 
the company must prepare eight sepa- 
rate documents and each one must be 
sworn to. One company has 157 claims. 
* ¢ s 


Many Will Agree 
Hog insurance is said to be growing 
rapidly. Ask any automobile insurance 
man who handles claims and he will 
say so. 
+ = o 
Loitering Defined 
In Virginia a man was denied com- 
pensation because, while returning to 
work during the lunch hour, he stopped 
to talk with a lady and therefore was 
held to be merely loitering. While thus 
“loitering” he was injured by an auto- 
mobile and the Industrial Commission 
denied payment. If he had gotten his 
woman friend to walk along with him 
he might have had no trouble with the 
Commission. 
s s * 
Glass Position Easier 
Gass prices got as high as 45 per 
cent off the list during the recent strike 
in New York. Now the discount is 
about 60 per cent and this holds good 
generally throughout the country. Glass 
is also reported a little easier to ob- 
tain. The reductions in price have not 
yet reached a point at which it is pos- 
sible to reduce insurance rates because 
the price of glass kept on advancing 
after the last rate increase was made. 
. a 


Whitney Will Attend 
Albert W. Whitney, manager of the 
Compensation Bureau, is on a trip that 
will take about a month. On his way 
back to New York he will attend the 
meeting of casualty men at White Sul- 
phur Springs. 
as * . 
Meeting In Milwaukee 
The National Safety Council will 
meet in Milwaukee September 27. In- 
dications are that the program will be 
larger and more than ever diversified. 
set 8 


Considering Collision Rates 
One of the first things the National 


Automobile Conference will consider is likewise, It is good for the public and authorities won’t stop the murders, bur- a = and — 
collision rates, It igs expected that some good for the companies, States, coun-  glaries, hold-ups, etc., the losses inci- packed by the grease cci- 
revision of the present schedules will ties and municipalities have many dent to such crimes may be distributed dent and Health Insurance 


be undertaken. There is a growing be- 
lief among the fire insurance contingent 
that while the present rates may be 
correct according to territorial experi- 
ence at hand, they are not in all cases 
workable. In some territories, notably 
certain large cities and congested 
areas, the rates are believed to be pro- 
hibitive. What may be done is revise 
some of the city rates downward and 








the country rates upward. It is be- 
lieved that if this line is to be written 
in the cities it must be done at a lower 
rate, even if the country territories 
have to pay more to make up the av- 


crage. Efforts to have rates thrown 
cpen in such places as Pittsburgh and 
Missouri have been unsuccessful. It is 
considered a bad time to do anything of 
that kind. The rating committee of the 
Conference is in session in Chicago this 
week and it is expected that something 
will at least be commenced toward a 
solution of the collision rate problem. 
7 *. oe 


Cars Used In Business 

An automobile manufacturer says 
that 95 per cent of those who own cars 
use them in their business. Just what 
using one’s car in business means is 
hard to determine, It is a general term 
meaning little or nothing. No exact fig- 
ures exist to show this. The best in- 
formation at hand is that sixty per cent 
of the passenger cars are in some way 
used in connection with business du- 
ties. Those used strictly for business 
most likely do not comprise over a 


third of the total. 
* . . 


Globe Building Delayed 
Delays now common to all building 
projects will likely postpone comple- 
tion of the Liverpool & London & Globe 
home office in Newark for some time 
beyond the date of completion hoped 
for. 
> i * 
Chicago Rates Up 
Glass rates have been advanced 33 1-3 
per cent in Chicago and Cook County, 
Ill., effective October 1. 
e * 
Occupational Disease Data 
Frederick L. Hoffman, LL.D., third 
vice-president and statistician of The 
Prudential, has issued in pamphlet 
form his address on “Occupational Dis- 
eases and Their Compensation.” This 
was written with special reference to 
anthrax and miner’s lung diseases. 
+ o a 


Disappointing! 

That new Swedish movement turns 
out to be nothing more than a com- 
pulsory insurance scheme. 

o s 2 
Important Work Planned 

It is a number of years since the sug- 
gestion was first made that the health 
insurance companies might become a 
potent force in improving health con- 
ditions. No concerted action has been 
taken toward this end but the idea has 
not been lost sight of, as is shown by 
the prominence given it at the last 
meeting of the Health & Accident Un- 
derwriters’ Conference. Other lines of 
insurance carry On a large amount of 
clean-up work through their inspection, 
protection and prevention departments. 
Life companies do an enormous amount 
of educational work, helping their pol- 
icyholders and others to live better and 
longer. Fire companies save hundreds 
of thousands of dollars by their propa- 
ganda; the various casualty lines do 


forms of activity to improve health 
conditions but thousands of men, wo- 
men and children still live in such 
squalor that it is practically impossible 
for them to ever become strong and 
healthy. The governmental machinery 
is weak. There should be a standard 
below which living quarters may not 
fall. The health companies might edu- 
cate the public to demand better con- 
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ditions and strengthen laws not now en- 
forced by lax authorities. If the com- 
punies became a great force in improv- 
ing conditions there would be less talk 
of social insurance. If health insurance 
is to be cheaper there must be less pre- 
disposition to disease. 
eee 
Bought $5,000,000 Worth 
Although the glass insurance com- 
panies bought over $5,000,000 worth of 
glass last year they had to pay retail 
prices for all of it, There is not at 
present any arrangement with manu- 
facturers by which the companies could 
do otherwise. Still that is a large 
amount of money to be distributed 
among retailers for a product the buy- 
ers know beforehand they will require. 
How to purchase glass more cheaply 
is one of the big problems confronting 
glass companies. 
. * 
Joint Rating Necessary 
It is of much value to insurance men 
to have the opinion of one so well 
versed in compensation lines as is 
Frank H. Hardison, of Massachusetts, 
who says that Joint experience is neces- 
sary. Mr. Hardison was for many years 
insurance commissioner of the Bay 
State. He holds that in the conduct of 
compensation insurance there would be 
no end of confusion had each company 
made independently its own division of 
industries into classes and then made 
a rate for each class, He says there 
are very few companies that even now 
have individually enough experience 
with more than a few c’assifications to 
form a basis for dependable rate mak- 
ing. 
o a s 
Insurance Only Relief 
Latitude granted those who would 
obtain what they wish by force, irre- 
spective of law and order, is still a sub- 
ject for wonder to many orderly per- 
sons. The lawless element throughout 
the world has been allowed to get out 
of hand. What cannot be prevented 
can at least be insured against. If the 


by insurance. Labor is finding it in- 
creasingly difficult to win strikes and 
the uncontrollable element, becoming 
desperate, resorts to violence. Those 
who have found it so easy to steal un- 
detected will continue to steal, rob, bur- 
giarize, hold-up and destroy until the 
authorities are forced to action. Insur- 
ance against all these perils is more 
necessary now than ever. 


in ONE Policy 





ALL RISK JEWELRY FLOATER 

The Aetna Life and Affiliated Com- 
panies announce an addition to their 
many lines of insurance in the issuance 
of all risk policies covering jewelry. 
This being an Inland Marine line, it 
will be written by the Automobile In- 
surance Co., the policy affording pro- 
tection against all risks with only the 
usual war risk exclusion. 

Because the American market for 
placing this cover has been somewhat 
restricted brokers and agents will wel- 
come this announcement as benefitting 
them in materially broadening their 
market and hence increasing their abil- 
ity to promptly and satisfactorily serve 
their clients. In its announcement the 
Company comments on the fact that 
jewelry has become an important factor 
in American wealth, representing in 
fact large proportions of many individ- 
ual fortunes. The field is therefore 
broad for increased business, and many 
very large schedules handled in the Lon- 
don market, or uninsured, will now at- 
tract increased activity on the part of 
brokers and agents. The Company’s 
underwriting of all risk jewelry cover 
will follow the Aetna’s general broad 
policy in which President Morgan G. 
Bulkeley has been personally so strong- 
ly identified, which of itself seems to 
attract its share of the most desirable 
risks. The Company will, of course, 
view with particular care the moral 
hazard of the proposer. 
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PROGRAM FOR WHITE SULPHUR 
(Continued from page 28) 
Functions of the General Agency Sys- 
tem”, followed by discussion. Adjourn- 

ment will be taken to October 1. 


Tuesday Afternoon 


There will be a golf tournament for 
men of both organizations Tuesday af- 
ternoon; a putting contest for non-golf- 
ers and a progressive auction bridge 
acquaintance party for ladies. In the 
evening motion pictures and informal 
dancing have been arranged for. 

Joint Meeting 

Both organizations will meet in joint 
convention Wednesday morning, Gov- 
ernor Cornwell, of West Virginia will 
make the address cf welcome. 

Topic for Discussion: “How Should 
the Stock Insurance Companies Meet 
and Treat Mutual and Reciprocal Com- 
petition for Workmen's Compensation 
Insurance Business?” Discussion led 
by Edson S. Lott, president, United 
States Casualty and Fred L. Gray, Min- 
neapolis. Five Minute Speakers: C. W. 
Olsen, Chicago; J. Arthur Howell, At- 
lanta; C. J. Kehoe, St. Louis and three 
others to be selected, This will be fol- 
lowed by general discussion. 

Topic For Discussion: ‘How Should 
the Stock Companies Meet and Treat 
Mutual Competition for Automobile Li- 
ability Insurance Business?” N. S. Re- 
viere, Pittsburgh, will lead the discus- 
sion for the agents and a speaker to 
represent the companies is to be se- 
lected. The five minute speakers are 
John L. Tiernan, Jr., Buffalo, George 
W. Carter, Detroit, Frank W. Wilbur, 
Kansas City and three others to be 
selected. General discussion will fol- 
low. 

Wednesday afternoon there will be 
golf for the men and a putting contest 
for ladies, with dancing in the evening. 

Thursday Morning 

Another joint meeting is to be held 
Thursday morning, when the subject 
“Why Employers Rejected Monopolis- 
tic State Fund Workmen's Compensa- 
tion Insurance in Various States” will 
be presented, The states will be rep- 
resented as follows: 

Virginia: C. Edwin Michael, presi- 
dent, Virginia Bridge & Iron Company, 
Roanoke, Missouri: A. J. Davis, presi- 
dent, Associated Industries of Missourl, 
St. Louis. Tennessee: Charles C, Gil- 
bert, secretary, Tennessee Manufac- 
turers’ Association. Speakers are still 
to be selected for Minnesota and Ala- 
bama. General discussion will follow 
these addresses, after which John T. 
Hutchinson, secretary of the Insurance 
Federation of America, will talk on 
Federation. Adjournment will then be 
taken. Tea will be served at the Kates 
Mountain Club at four o'clock. 

Joint Convention Dinner 

At the joint convention dinner Thurs- 
day evening addresses will be made by 
E iot Goodwin, resident vice-president, 
United States Chamber of Commerce 

and Dr. Frank Crane, New York, who 


will talk on “Ten Commandments of 
Salesmanship.” Five minute talks are 
to be made by Arthur E. Childs, prest- 
dent of the Underwriters’ Association 
and President W. G. Wilson, president 
of the Agents’ organization. 
Underwriters’ Final Meeting 

The Underwriters and the Agents 
will each hold their final business ses- 
sions Friday morning. The Agents 
have previded for a brief general dis- 
cussion of resident agent laws and 
commission rules and acquisition cost. 
N S. Riviere will make a report for 
the Committee on Mutual Insurance Ad- 
vertising. 

Informal Sectional Meetings 

It has been suggested that Friday 
morning there be held sectional meet- 
ings of the Underwriters, representing 
Personal Accident and Health—Stock, 
Mutual and Assessment; Fidelity, Guar- 
anty and Surety; Liability and Work- 
men’s Compensation; Automobile, Plate 
Glass, Burglary and Theft, Steam Boil- 
er and Fly Wheel. 

Golf Prizes 

There will be golf Friday afternoon. 
The following gentlemen —. con- 
tributed golf trophies: H. G. Alexan- 
der, Chicago for the Spec at Handle ap 
for players with handicap of 25 or over; 
Arthur E. Childs, Boston—for the best 
net score—thirty-six holes competition ; 
William B. Joyce, New York—for the 
Kickers Handicap, eighteen holes com- 
petition; W. G. Wilson, Cleveland has 
also offered a prize. 


Mutual Reorganizes 

There has been a merry row going on 
in the office of the State Mutual Lia- 
bility, Newark, N. J., ever since Edward 
M. Carroll, one of its officers, was ar- 
rested on various charges some time 
ago. A reorganization meeting has 
been held and former Judge John War- 
ren, of Jersey City, chosen president; 
Alex. MacLeod of Paterson and William 
H. Dalton of Jersey City, vice-presi- 
dents, and William Walker of Paterson, 
secretary and treasurer. The board of 
directors has been increased to fifteen 
members. The New Jersey department 
is examining the company’s books. 





New Travelers’ Specials 

The Travelers has recently appointed 
nine additional special agents in the life 
and accident departments. These men 
and the branch offices to which they are 
assigned follow: J. Armand Dion, Mon- 
treal; Ralph P. Mitchell, Portland, Me.; 
Thomas A, Fitzpatrick, Syracuse, N.Y.; 
Basil E. Barrett, Cleveland; J. Verner 
Anderson, Hartford; Fred §. Fern, 
Newark; Albert E. Gillespie, Toronto; 
Floyd E. Moss, Des Moines; George 
Mullard, Erie, Pa. 





JOHN T. HARRISON RESIGNS 

John T. Harrison has resigned his 
connection with the Fidelity & Deposit 
in New York to become associated with 
Joseph A. Flynn in the agency end of 
the business. 
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Steady Opposition 
Urged Against Taxes 


UNIQUE PLACE OF INSURANCE 


Futility of Clamor for Reduction in 
Face of Large Appropriations 
Pointed Out 


P. M. Estes, general counsel for the 
Life & Casualty Insurance Company, 
Nashville, laid stress on the taxation 
situation which confronts insurance 
companies, in an address to the Health 
& Accident Underwriters’ Conference, 
Chicago. He declared that the obvious 
thing is the right thing and it is the 
consideration of what is practical rather 
than just, that has caused so much bad 
insurance legislation, including taxa- 
tion, and resulted in so many vicious 
court decisions. On taxation Mr. 
Estes said: 

I should commence with a deserved 
compliment for the insurance business. 
It is the only business that since the 
beginning of the Germanic War has not 
sought an alibi. It has not raised the 
price of its product; it has not lowered 
its service. It has suffered two extreme 
epidemics. It has incurred disgrace- 
fully heavy taxation; it has experienced 
competition from the United States 
Government; but at no time has it 
sought to make excuses, nor has the 
occasion existed. The reason for this 
phenomenal record is that the insurance 
business is founded on the bed rock of 
honest, scientific management. Its 
rates, its earnings, its assets, its man- 
agement are matters of public record. 
Nothing is concealed. There is nothing 
to conceal. 

It would seem that instead of apprec- 
iation, we have deserved a penalty. At 
least we have received such in the mat- 
ter of federal taxation. In that regard, 
the insurance business still stands forth 
as the Ishmael of all legitimate occupa- 
tions. Insurance is the only standard 
business that pays a capital stock tax, 
a normal income tax, an excess profit 
tax and an occupation tax. And we are 
the only business of any character in 


which it is expressly provided that we 
cannot pass on our occupation tax to the 
consumer. For us to rest under such 
discrimination as this, would indicate 
that we had not sufficient spirit to re- 
sent and resist an intentional discrimi- 
nation between ourselves and other avo- 
cations, and that we were so poor in 
spirit as to invite aggression and indeed 
insult. No matter what conditions con- 
front the federal government it is my 
judgment that we should not cease to 
insist that these objectionable taxes 
should be repealed, and our taxation 
placed upon a reasonable basis. Cer- 
tainly there is no excuse in a free 
country, and in a time of peace for 
oppression and extortion, in the taxa- 
tion of legitimate enterprises. The only 
excuse that could be urged against our 
relief, is the existence of appropriations 
that are acknowledged to be extrava- 
gant and excessive. If so, the answer 
is clear, ready and sound. Let the ex- 
travagant and excessive appropriations 
be reduced to proper limits, and proper 
limits in my judgment would restrict 
them to a pre-war basis, or considering 
the enormous bond issues whose pay- 
ment must be sweated out of the great 
masses of the poamte, to even less. 
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CASUALTY AND SURETY POINTERS 








There is often an inclination 
Value of to regard the function of an 
Inside insurance agency as_ solely 
Man that of the production of busi- 
ness, says the General Acci- 
dent. To be sure the agent shou'd give 
all the time possible to the further cul- 
tivation of those clients from whom he 
has obtained business and to the ex- 
tension of his list of policyholders. The 
properly organized agency, however, 
possesses other important functions 
which make it necessary to divide the 
work with an inside man, The value 
of this individual lies in the service 
which he performs. If he gives a poor 
account of himself the solicitor is pro- 
portionately handicapped. On the oth- 
er hand, a good inside man supplements 
the work of the salesman. It fol’ows, 
therefore, that the service afforded by 
the agency to its sub-agents and policy- 
holders depends in a large measure 
upon this position, 

Now what value is there in an inside 
man? The answer lies in a brief out- 
line of his duties. These will vary con- 
siderably in different agencies, depend- 
ing upon the amount of premiums writ- 
ten. Obviously in a small office he 
must attend to many details which in a 
larger agency would be delegated to 
assistants. For the purposes of this 
artic’e we will include those for which 
he is responsible. He is the mirror that 
reflects the character of the agency. 
As a man is known by the company he 
keeps, so a salesman is known by the 
office he represents. The good impres- 
sion created by the solicitor must not 
be erased by unpleasant or unsatisfac- 
tory dealing with the office operating 
through the inside man. The solicitor 
is the outside salesman and the inside 
man the house salesman. He quotes 
rates, carefully explains coverage and 
courteously answers the many ques- 
tions that are daily asked over the 
counter and telephone. Upon him falls 
the burden of office correspondence so 
distasteful to many salesmen. He re- 
duces this to a minimum by prompt’ y 
answering letters from the companies, 
policyholders and sub-agents, and by 
amplifying the statements made in the 
proposal for insurance so that the com- 
pany may underwrite the risk with a 
full knowledge of its hazards without 
being obliged to indulge in needless 
correspondence. Coming into personal 
contact with a large number of the ag- 
ency’s customers, he must exercise the 
same qualities of salesmanship that 
first produced the business. He links 
up the agency with the claim depart- 
ment by watching the experience de- 
velopment and cu'ling out those risks 
which run unprofitably. Upon him falls 
the administration of the office and 
here too he can be of great assistance 
tc the sales force. Some policyholders 
may be content to have the agent’s 
word that they are covered, but most 
of them experience a satisfaction in 
having the policy itself. The prompt 
issue and delivery of the policy are 
most important, and careful adherence 
to the rule that policies must be deliv- 
ered the same day the order is re- 
ceived has been the means of enhanc- 
ing the reputation and increasing the 
business of some prominent offices. 
The solicitor wishes this and other 
things done but he must look to the in- 
side man to manage the office details in 
such a way that he will be free to 
give the largest possible part of his 
time and thought to se’ling insurance. 

a * + 

As insurance was devised 
Discovering to protect against haz- 
Insurab'e ards, it is but logical that 
Hazards the live agent should keep 
his eyes open for hereto- 
fore unappreciated hazards and protect 
those who wou'd suffer from them 
The public liability field is capable of 
unlimited cultivation. The Travelers 

tells this story: 

“A little girl came into a grocery 
store in Ashley, Pa., some two years 


— 





ago and asked for coffee. The wheels 
ot the coffee-mill went on revolving of 
their own momentum, while the grocer 
wrapped the purchase. The child was 
fascinated. She wanted to find out 
what was inside the machine and put 
her finger up into it, losing the upper 
joint of the finger. 

“The case promptly got into the 
hands of an attorney, who began suit 
against the grocer for $500. The gro- 
cer had a general liability policy with 
The Travelers, and the Company paid 
$500 to settle. 

“A short time later, District Agent 
Abram S. Galland, who tells this story, 
solicited a risk consisting of a chain 
of grocery stores, The owner of these 
stores had no public liability insurance 
and declared that he could not see the 
value of it. Mr. Galland told him the 
coffee-mill incident, and the man finally 
admitted that accidents might occur in 
his stores, although such a one could 
never happen, because modern coffee- 
grinders are so arranged that it is im- 
possible. However, he took a policy, 
which included some twenty or twenty- 
five stores, 

“Mr. Galland has noticed some re. 
markable coincidences in his insurance 
career and consequently says he was 
not surprised when there came to his 
desk the report of an accident which 
had occurred in one of these stores. 
A child had put its fingers up into the 
guard of the coffee-grinder and had lost 
the upper joint of not only one but two 
fingers.” 

. 7 - 
If an agent wishes to sell 

Must Tell automobile insurance in 
Peop'e One’s his town he must first of 

Business all let car owners know 

that he has insurance for 
sale. That’s the first step. Then it is 
necessary for car owners to know some- 
thing more definite about what the ag- 
ent has to sell. To drive this thought 
home the Preferred Accident, New 

York, uses this circular: 

DO THE AUTO OWNERS OF YOUR 

CITY KNOW 

That you sell the best automobile In- 
surance? Have you told this to all 
of them? 

That you can place them in an old, 
sound and successful company—The 
Preferred? 

That under our policy we defend all 
suits, even if groundless, pay judg- 
ments up to our limit and pay ex- 
penses of investigation, litigation and 
settlement? 

That we will keep them out of court by 
promptly settling any reasonable de- 
mand? 

That unjust claims against them will 
be defended by the best legal talent 
available? 

That accidents will happen despite all 
care to prevent them? 

That in these days of high wages and 
big incomes it is tremendously costly 
to cause injury to persons? 

That our policy and our service is 
backed by years of experience and 
millions of dollars? 

That for comparatively few dollars they 
can shift their burdens and worries 
on us? 

If they DON’T know all these things 
you are probably not getting your 
share of the automobile business. 


W. E. SMALL, President E. P. AMERINE, Secretary 
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Georgia Casualty Company 


pn Sure Or Service 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 

















The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
HOME OFFICE, 47 CEDAR STREET 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Robert A. Drysdale, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Ses. 


RELIABLE AND ENERGETIC AGENTS WANTED 




















THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 


CHI Cc AG oO Resident Manager 
res 55 JOHN STREET 
F. W. LAWSON New York 


General Manager 
Elmer A. Lord &Co. 


Liability, Accident 145 Milk St., Boston 
Resident Managers 


Burglary,Boiler and 
New England 








Credit Insurance 


Estabiishec 1862. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 











17% % commission on all business placed with Motor Car Mutual 
Casualty Company and 20% on all business placed with 
the Motor Car Mutual Fire Insurance Company 
MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 
Telephone, John 5880 


We are open for agencies in New York and Pennsylvania 


No direct business written 











The smployers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILE 
ACCIDENT, HEALTH, FIDELI 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 


American 
Surety 
Company 








of New York 








BUSINESS=BUILDERS 













BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 
‘Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE———— 


nneaslieanitte Bonding and Insurance Company 


100 BROADWAY 





Fidelity and 
Surety Bonds 


T. J. FALVEY, President Burglary Insurance 








Write For Territory 
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“The Great Fire Insurance Company of the World” 


“PIVERPOOL, 
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PRESTIGE! 


Any dictionary will tell you that,—“prestige is 
importance based on past achievements or gained 
from ability.” 
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Any insurance man will tell you that prestige is a 
valuable and necessary asset for any insurance com- 
pany. 

The prestige of the Liverpool & London & Globe 
Insurance Company has never been questioned. The 
forward progress of The Star Insurance Company of 
America will always be based on the same principles 
and the commanding characteristics of the larger 
company. 
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The Company with the “‘L. & L. & G.’’ Service. 
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Insurance Co. 
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